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Make car buyers 


YOUR BANK’S 


with the American Bank Credit Plan 


... that brings business to your Bank through 


Dealers . . . because car buyers prefer to purchase 
cars through their favorite Dealers and want to do 
business with a local Bank. 


This rapidly expanding, national Bank - Dealer 
Plan appeals at once to the Dealer because it (1) 
supports him 100% and recognizes him as the busi- 
ness-getter in the industry, (2) protects him fully in 
his well-merited reserves, and (3) works actively to 
increase his time-sales. 


To the Dealer's customers this Plan offers dignified 
bank credit with convenient installment payments- 
plus essential countrywide protection including “Safe 
Travel” features. 


new customers 


Outstanding among the many valuable services ren- 
dered by the Plan to Member Banks are: 


Acquisition for Member Banks of time-sales business from 
Dealers in volume 


Dependable and continuous insurance connections 
Standardized factory wholesale procedure 


Up-to-date techniques, systems, and forms, including a com- 
plete operating Manual, plus assistance in installing a 
time-sales department 


Training courses for Bank personnel 
Centralized clearing house and consultation service 
Advertising and sales promotion material 

In short, the American Bank Credit Plan provides 
all the tools necessary for your Bank to get more of 
this growing time-sales automobile business, plus the 
opportunity to extend other services to Dealers and 
car buyers. 

We will be glad to send you the complete details of 
this Plan, which offers “more than money can buy”. 


American Bank Credit Plan 


Sponsored by 


American Installment Credit Corporation 
420 Lexington Avenue, New York 17, N. Y. 


The foremost Bank-Dealer Plan in the automotive field offered exclusively through Dealers 
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The consistent and long-continued use of 
La Monte Safety Paper by leading banks 
and corporations has placed this product 
in a class by itself from the standpoint of 
public recognition. 
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@ For Samples of La Monte Safety 
Paper see your Lithographer or 
Printer—or write us direct. 
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GEORGE LAMONTE & SON, NUTLEY, NEW JERSEY 


A Check Paper All Your Own 


Why not follow the lead of America’s out- 
standing banks and corporations? Let us 
reproduce your trade-mark in the paper 
itself. Such mspivipvALizep check paper pro- 
Se vides maximum protection against coun- 
wae terfeiting—saves banks sorting time— 
helps prevent errors. 
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W ith the rapid re-opening of 


travel lanes — both at home and 
abroad many banks are receiv- 
ing an increasing number of re- 
quests from their clients for travel 
Thicelenrlelemriale mom areas 

To those banks without a 
Travel Department, The Phila 
delphia National Bank offers a 
convenient and complete service 

based on thirty years experi- 
ence in the travel field 

Olitmralleccmriccmrhnlirlel ames 
your clients through you, no 
matter whether their require- 
ments are large or small. This 
service, which we are glad to 
otter banks in any part of the 
country without obligation, in 
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RAIL AIR STEAMER 


TOURS AND CRUISES 
TRAVELERS CHECKS 
LETTERS OF CREDIT 
FOREIGN CURRENCIES 
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OF COURSE YOU CAN 
LOAN MORE MONEY SAFELY! 


Lawrence Field Warehouse Receipts provide a 


safe, sure way to expand your loan Opportunities 


SAFE... Third-party control of collateral 
means safety. Back of Lawrence Field 
Warehouse Receipts are the financial in- 
tegrity, know-how and 33 years experi- 
ence of Lawrence Warehouse Company. 


sure...Seldom do we encounter an 
inventory which, because of inherent 
peculiarities, cannot be handled. While 
every field warehouse is different, the 
principle of field warehousing remains 
the same. That’s why you can safely 
recommend field warehousing in con- 
nection with any business seeking credit 


expansion. You can avoid saying ‘‘no!”’ 


with Lawrence System Warehousing. 


For 33 years we have been helping 
banks and lending agencies expand 
their loan opportunities. By providing 
a way to use idle dollars in inventories, 
we are contributing to the expansion 
and success of many enterprises. Banks 
and lending agencies are growing with 
them. 


We are prepared to advise 
loan officers contemplating 
inventory financing as an 
extension of their services. 
Send for your copy of this 
booklet. 





Phone or write our branch in your territory 


| AWRENCE \WAREHOUSE (OMPANY 


NATIONWIDE FIELD WAREHOUSING 


DIVISION OFFICES: 


SAN FRANCISCO II, CALIF. 
37 Drumm Street 


Also: Los Angeles - 
Chattanooga 
Philadelphia - 


Boston 
+ Jacksonville - 
Kansas City 


Orlando - 





CHICAGO 2, ILL. 
IN. LaSalle Street 
+ Cleveland - 
Cincinnati 
+ Houston - Dallas - 


+ Seattle - Buffalo 


NEW YORK 5, N.Y. 
72 Wall Street 
Richmond + Charlotte + Atlanta 
+ St. Louis - Fresno - Washington, D.C. 
Denver + Portiand - Stockton - New Orleans 
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FIELD WAREHOUSING... Banks have 
made thousands of loans on our Ware- 
house Receipts against inventories of 
raw materials or finished products 
stored on their customer’s own premi- 
ses. In all the years we have been in 
business there has never been one 
penny of loss to lending banks that 
have used our Service. We offer the 4 seid warehouseatone 
safest and most complete Field Ware- atin 


house Service it is possible to obtain. 


New York Terminal 
Warehouse Company 


25 South William Street, New York 4, N.Y. 
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SELECTIVE * SWIFT * DEPENDABLE 


Write for details of 
reporting in your field 


COMMERCE CLEARING: HOUSE, INGC,, 
PUBLISHERS OF TOPICAL LAW REPORTS 


New YORK 1 CHICAGO 1 


WASHINGTON 4 
Empire STATE BLOG. 214 N. MICHIGAN Ave. 


MUNSEY BLOG. 
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ALL ON ONE 
TICKET! 


CO Your 1946 FAA 
Convention 


CO Your 1946 Wonder- 
land Vacation! 


( SEE THE PACIFIC COAST 


On your way to San Francisco and then Los Angeles 
you'll see rugged coasts and sandy beaches — the 
blue Pacific—green forests — towering mountains, 
fertile valleys... It’s the trip you’ve dreamed of... 


C] Luxurious HOTELS 


Top-notch accommodations have been arranged by 
your own FAA committee—nothing for you to bother 
about — they’ve planned everything to show youa 
wonderful time... 


[] COLORFUL SAN FRANCISCO 


Your convention host for four flavorful days—the 
fascinating, cosmopolitan “City that knows how"— 
with its stimulating climate— towering bridges— 
inspiring bay — ocean beaches... 


(] PICTURESQUE CHINATOWN 


is jUst around the corner —and romantic Fisherman’s 
Wharf, the Latin Quarter, gay old Barbary Coast, 
the Golden Gate, Giant Redwoods — dozens of mem- 
orable side-trips... ; : } a T 


Sale 


San Francisco's restavrants are rightly world-famous Nat 
—French, Chinese, Italian, Armenian, Mexican — = 4 ' ' man 
to suit ony taste. After dinner, glamorous night-life . 
sparkles with fun... intay 


oO GOLF—FISHING—SAILING 


All sports are year-round here. Come prepared to 
cram every day — and every night — full of fun and 
relaxation—and memories to take home.. .We'llbe 
seeing youl 


Spend Your Vacation 
at the Convention 


SAN FRANCISCO 
OCT. 7-10, 1946 
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“ 

1 * House of the Seven Gables” in 

Salem, Massachusetts, made memorable by 

Nathaniel Hawthorne in his delightful ro- 

mance named for the house, was, in its 

infancy really a house of eight gables. This 

= fact was discovered when a plan which had 
heen made in 1746 came to light. 

In appearance, the house resembled the 
traditional Gothic structure with its steep 
roof, the second floor overhang with orna- 
mental drops, and the leaded glass case 

vent windows. The original part which had 


four gables had been built by John Turner, 








A corner of the garden showing interesting overhang. 
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“THE House of the Seven Gables” 


a mariner, either in 1668 or 1669. As the 
family fortunes increased, a lean-to was 
added and the old kitchen was turned into 
a shop where Mrs. Turner sold the small 
items from the cargoes of her husband’s 
four ketches. Eventually, other rooms were 
added until the house assumed 
the appearance of today’s res- 
toration. 

Upon the death of the male 
descendants of John Turner, the 
house was bought by Samuel 
Ingersoll, a sea captain, whose 
wife had been a Hawthorne 
Only one child of this union, 
Susannah, survived her parents 
and she became the mistress of 
the famous home in 1812. 

It was because of an unhappy love affair 
of this “Cousin Susy,” that Hawthorne be- 
came so closely associated with the house. 
This sorrow led her to become a recluse and 
the only male allowed to cross the threshold 
was Nathaniel, eighteen years her junior. 


ect ae re ee ae ce 





Nathaniel Hawthorne 





Her vivid memory of tales her parents told 
her enabled the author to piece together a 
complete word picture of the house. 

Aside from the gables, the most interest- 
ing feature of the building is the secret 
stairway which was not uncovered until 
near the end of the nineteenth 
century. It is believed that this 
had heen built by the second 
John Turner around 1692, the 
year the witchcraft delusion ran 
rampant throughout Salem. Be- 
cause over-sensitive children in- 
discriminately accused women 
of this evil, the whole country- 
side became terrified. Due to 
this situation, John Turner un- 
doubtedly built the stairway so 
that the women and girls in his family could 
be safely hidden away. 

The Home, through its agents and bro- 
kers, is America’s leading insurance pro- 
teclor of American Homes and the Homes 
of American Industry. 


«x THE HOME « 
PArsurance Company 


NEW YORK 


FIRE e 


AUTOMOBILE 


MARINE INSURANCE 
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PERSONAL CONSULTATION IS PART OF 


THIS SERVICE 


| en of correspondent 
banks are now taking advantage of the 
service offered by our investment analy- 
sis division. Its corps of specialists is 
trained to have an intimate knowledge 
of banking investment problems. 


Your inquiries are invited. 


A partial list of our services includes: Collection of checks, notes, drafts 
and other items, both foreign and domestic. Commercial Letters of 
Credit. Foreign Remittances. International Banking Facilities. Credit 
Information. Investment Portfolio Analysis. Purchase and sale of United 
States Government, State and Municipal Bonds. Safekeeping of Securi- 
ties. Complete Corporate and Personal Trust Service. Personal Gift 
Check Service. Participation in loans to local enterprises. 


*From Survey by the Country Bank Operations Commission, American Bankers Association 


Manufacturers Trust Company 


55 Broad Street, New York 15, N. Y. 


Member of Federal Deposit Insurance Corporation 
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* Portfolio Analysis 


AT “MANUFACTURERS” 


They will prepare an analysis of your 
bond portfolio in relation to your over- 
all banking position. Particular attention 
will be given to your liquidity needs, 
your tax status, and other similar prob- 
lems of present-day banking. 
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Banks, too, can tap a Mass Market! 





If your bank is not now operating on 
the Bank and Agent Auto Plan, ask 
your local A&tna Agent for full details 
about this proved way to increase bank 
profits. 


Mass production and mass marketing find their logical 
sequence in the extension by banks of direct automobile loans 
through the Bank and Agent Auto Plan. 

This Plan is a proved success. It has been adopted by 
banks from coast to coast .. . in cities of every size. In all 
cases, the banks work hand in hand with local insurance 
agents. Stop for a moment and count the number of agents 
who write automobile insurance in your community. Then, 
estimate the number of contacts these agents will make with 
automobile buyers and the selling job they are set to do. 

These men want to work with banks — with your bank. 


They are trained salesmen. They can bring you business. 


ETNA CASUALTY AND SURETY COMPANY 


September, 1946 


Affiliated with tna Life Insurance Company 


Automobile Insurance Company — Standard Fire Insurance Company 


HARTFORD * CONNECTICUT 
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Whether your interest in Great 


Britain is in business or travel, the 
Chase, the oldest American bank- 
ing organization in London, with 
three centrally located branches, 
and British correspondent banks 
throughout the United Kingdom, is 


admirably equipped to serve you. 


Chase officers are in close touch 
with commercial and financial de- 
velopments in Great Britain and, 
as a result, are in a position to be 
of particular assistance at this time 
have British 


to Americans who 


business interests. 


If you have a requirement touching 
on trade or travel in Great Britain, 
you are cordially invited to consult 


our Foreign Department officers. 


These facilities are also at the dis- 
posal of Chase correspondent banks 
in the United States and often en- 
able them to broaden their own 


service to customers. 


“BIG BEN” still booms from Westminster's storied tower . 


. pealing over the Mother of Parliaments in 


its shadow. Visitors to London today note the marked resurgence in the business and general activity of the 


capital of the British Empire 
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BUSH HOUSE, ALDWYCH—In 
one of the best known business ad 
dresses in London, this mid-town 
branch of-the Chase is also conve- 
nient to the social life of the West 
End. 


6 LOMBARD STREET—The 


main London brauch, opposite the 


Bank of England, is in the very 
heart of the “City,” London's great 
financial district, 


When in London, make the Chase your financial headquarters, 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


HEAD OFFICE: Pine Street corner of Nassau 


Member Federal Deposit Insurance Corporation 


LONDON—6 Lombard Street « 


51 Berkeley Square « 


Bush House, Aldwych 


51 BERKELEY SQUARI 
This Chase branch in 
Mayfair is in the center of 
the hotel, shopping and 
theater districts of London's 
fashionable West End, 


Havana © Son Juan © Panama «+ Colon « Cristobal » Balboa « Offices of Representatives: Mexico City « Cairo « Bombay 
THE CHASE BANK: Paris «* Shanghai * HongKong © Tientsin 
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DESIGNED TO HELP 
BANKS MAKE MONEY 


i BANKERS 
MONTHLY 


REDUCING EXPENSES 
INCREASING INCOME 


EDITORIAL AND 
BUSINESS OFFICE 


536 SOUTH CLARK ST 
CHICAGO 5, ILL. 


A. B. A. Convention Program 


Covers Many Subjects 
Chicago —-September 22 to 25. 


Registrations indicate an attendance of 5,000 bankers at this, the 
first full convention since travel restrictions were lifted. 


OMMISSION, 
Council, and 
Committee meetings in 
addition to registra- 
tions, will officially 
open the 72nd annual 
Convention of the 
American Bankers 
Association in Chicago 
on Sunday, September 
22. The convention will 
continue through noon 
Wednesday, Sept. 25. 
A reception and tea will be ten- 
dered to the delegates by the Chi- 
cago banks on Sunday afternoon. 
This will be followed at 8:30 p. m. 
by a Sunday Evening Hour featur- 
ing a song recital by Lawrence Tib- 
bett and an address by Bishop 
Bruce R. Baxter of the Methodist 
Church in Portland, Ore., on the 
subject, “The Year Of Decision.” 
On Sunday afternoon at two 
o'clock, the subcommittee on State 
Taxation of Banks of the Committee 
on State Legislation will hold a 
3ank Tax Symposium in the West 
Ballroom at the Stevens. Each state 
bankers association has been re- 
quested to have its tax authority 
prepare a 2,000-word statement on 
bank taxation for his state for study 
by the subcommittee. From this 
group of reports, short oral sum- 
maries of typical taxation situations 
needing attention will be presented. 
The basic purpose of this sympos- 
ium is to provide state banking rep- 
resentatives with information about 
problems which arise from the gross 
disparity as to tax burdens on 
banks. In some states the taxes upon 
state banks which are not imposed 
ipon national banks tends to cause 
onversion from state chartered to 
national banks. In some states also, 





President 
and 
First 


Vice President 


A. B. A. 


Frank C. Rathje 


heavy property taxes on bank 
shares discourage the building up of 
capital funds. Edward Elliott, chair- 
man of the subcommittee, who is 
also vice president, Security-First 
National Bank, Los Angeles, Cali- 
fornia, will lead the discussion. 


General Session Speakers 


Speakers at the general sessions 
which will be held on Tuesday, Sep- 
tember 24, and Wednesday, Septem- 
ber 25, will include Mr. Rathje, who 
is president of the Chicago City 
Bank and Trust Company; John 
Snyder, Secretary of the Treasury; 
The Honorable Leonard W. Brock- 
ington, K.C., LL.D., former Special 
Wartime Adviser to the Governor 
General of Canada, and former 
Counsel on Empire Affairs to the 
British Minister of Information in 
London; W. Randolph Burgess, vice 
chairman of the board of The Na- 
tional City Bank of New York, and 
former A.B.A. president; and Rob- 
ert M. Hanes, chairman of the 
A.B.A. Small Business Credit Com- 
mission, former A.B.A. president, 
and president of the Wachovia Bank 
and Trust Company, Winston- 
Salem, North Carolina. 

Messrs. Brockington and Snyder 
will speak Tuesday at the first gen- 
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eral session; Messrs. 
Burgess and Hanes, at 
the second on Wed- 
nesday. Election of 
new officers will also 
be held at the second 
general session. 
Speakers to be 
heard at division 
meetings on Monday 


C. W. Bailey will include William 


L. Clark, vice presi- 
dent of the J. I. Case 
Company, Racine, Wisconsin; H. R. 
Farrall, advertising manager of the 
Warren Tribune Chronicle, Warren, 
Ohio; Carl M. Flora, vice president 
of the First Wisconsin National 
Bank, Milwaukee, Wisconsin, and 
chairman of the A.B.A. Consumer 
Credit Committee; Paul Hoffman, 
president of the Studebaker Cor- 
poration and head of the Commit- 
tee on Economic Development; 
Fred I. Kent, chairman of the Com- 
merce and Marine Commission of 
the A.B.A. and director of the 
Bankers Trust Company, New 
York; and R. A. Peterson, vice 
president of the Bank of America 
N. T. & S. A., San Francisco, Cali- 
fornia. 
Country Bank Round Table 
In addition to the division meet- 
ings on Monday, the Agricultural 
Commission and the Country Bank 
Operations Commission will hold 
jointly a round table conference for 
country bankers on Monday eve- 
ning. Louis Bromfield, who is a 
director of the Lucas State Bank at 
Lucas, Ohio, will address this con- 
ference on the topic, “The Banker 
and More Abundant Earth.” C. W. 
Bailey, vice president of the A.B.A. 
and president of the First National 





Bank of Clarksville, Tennessee, will 
discuss “The Farm Land Price Situ- 
ation”; and a round table discussion 
will be held by members of the 
Country Bank Operations Commis- 
sion on subjects of importance to 
country banks, including costs, 
service charges, and so on. 

Participants in the panel will be 
Claude F. Pack, president of the 
Home State Bank, Kansas City, 
Kansas; R. A. Bezoier, vice presi- 
dent, First National Bank, Roches- 
ter, Minnesota; and Kenneth J. 
McDonald, president of the Iowa 
Trust and Savings Bank, Esther- 
ville, Iowa. William Powers, deputy 
manager of the American Bankers 
Association, will be moderator. 

The Savings Division meeting will 
open at 10 o’clock Monday morning 
with the address of the president, 
Myron F. Converse, president of the 
Worcester Five Cents Savings Bank, 
Worcester, Massachusetts. H. R. 
Farrall will tell how “Live Banks 
Make Live Communities,” and Fred 
I. Kent will speak on “The National- 
ization of Industry.” 


State Bank Program 

The State Bank Division meeting 
will also open at 10 o’clock Mon- 
day morning with the address of the 
president, H. N. Thomson, who is 
vice president of the Farmers and 
Merchants Bank, Presho, South Da- 
kota. Carl M. Flora will speak at 
this meeting on the subject of “In- 
stallment Loans to Savings Banks,” 
and William L. Clark will speak on 
the subject, “An Opportunity for 
Banks.” 

The National Bank Division meet- 
ing will open at 2 P.M. the same day 
with the address of the president, 
Norfleet Turner, who is president of 
the First National Bank, Memphis, 
Tennessee. Paul Hoffman will ad- 
dress this session, as will R. A. Pe- 
terson, vice president of the Bank 
of America N. T. & S. A. 


Trust Division Celebration 

The Trust Division will make 
its annual meeting on Monday af- 
ternoon the celebration of its fiftieth 
anniversary. A feature of this cele- 
bration will be an address bridging 
the past and the present to be deliv- 
ered by Isaac H. Orr, honorary 
chairman of the board of the St. 
Louis Union Trust Company, St. 
Louis, Missouri. 

On Monday also will be held the 
annual meeting of the State Asso- 
ciation Section in the West Ball- 
room of the Stevens, with Ray O. 
Brundage, section president, who is 
also executive manager of the 
Michigan Bankers Association, pre- 
siding. This will be an all-day ses- 
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sion, with the morning being de- 
voted to discussions of particular 
interest to state bankers associa- 
tions. A.B.A. President Rathje will 
be the first speaker. 


Savings Bonds Discussion 

H. Frederick Hagemann, ZJr., 
chairman of the A.B.A. Committee 
on Treasury Savings Bonds, who is 
also president of the National Rock- 
land Bank, Boston, Massachusetts; 
and Morris N. Townsend, director 
of the Banking and Investment Sec- 
tion, U. S Savings Bonds Division, 
U.S. Treasury Department, will dis- 
cuss the U. S. Savings Bonds Pro- 
gram. Gilbert T. Stephenson, direc- 
tor of the A.B.A. Trust Research 
Department, will discuss the desir- 
ability of every trust institution an 
active member of an active trust 
association. R. L. Dominick, chair- 
man of the A.B.A. Organization 
Committee, who is also president 
of the Traders Gate City National 
Bank, Kansas City, Missouri, will 
speak on A.B.A. meetings at state 
association conventions. 


Service Charge Summary 

R. A. Bezoier, chairman of the 
Service Charge Committee of the 
Country Bank Operations Commis- 
sion, and vice president and cashier 
of the First National Bank, Roches- 
ter, Minnesota, will summarize ac- 
tivities in regard to checking ac- 
count service charges. Charles T. 
O'Neill, vice president and trust of- 
ficer of the National Bank and Trust 
Co., Charlottesville, Virginia, and 
member of the A.B.A. Agricultural 


Commission, will talk on the county 
key banker organization. Chester 
R. Davis, vice president and tru 
officer of the Chicago Title & Tru 
Co., Chicago, Illinois, and chairma: 
of the A.B.A. Committee on Serv- 
ice for War Veterans, will review 
banking activities in behalf of vet- 
erans. 

C. W. Bailey, vice president of 
the Association, will speak on 
“What About Next Year?” The 
national legislative program of the 
Association will be discussed by D 
J. Needham, A.B.A. General Coun- 
sel. The afternoon session will be 
devoted entirely to a discussion of 
public relations, particularly from 
an Association standpoint. William 
H. Neal, senior vice president of the 
Wachovia Bank & Trust Company, 
Winston-Salem, North Carolina, 
and chairman of the A.B.A. Public 
Relations Council, will lead this 
discussion. There will also be shown 
two motion pictures: “The ABC’s of 
G. I. Loans” and “Watson Wakes 
Up.” The latter picture was pro- 
duced by the New York State Sav- 
ings Banks Association. 

The social features of the conven- 
tion will include two receptions 
tendered by the Chicago banks, and 
a ladies’ luncheon. The Chicago 
banks will be hosts at a reception 
and tea on Sunday afternoon at 4 
o'clock in the Grand Ballroom of 
the Stevens for those delegates and 
wives who have arrived up to that 
time. They will tender a second re- 
ception at 5 P. M. on Tuesday for 
the delegates and their wives. 
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Association of Bank Women To Hold 
Twenty-Fifth Anniversary Convention 


HE 25th Anniversary convention 
T of the Association of Bank 
Women will be held in Chicago, 
September 20th to 22nd inclusive, 
with headquarters at the Palmer 
House, it is announced by Miss Hel- 
en Knox, National President, and 
Manager of the Women’s Depart- 
ment of the Grand Central Branch 
of Chase National Bank of New 
York. This will particularly com- 
memorate the founding of the As- 
sociation a quarter century ago. 

Under the leadership of Miss Ag- 
nes Kenny, General Convention 
Chairman and Manager of the Wo- 
men’s Department of the First Wis- 
consin National Bank of Milwaukee, 
the convention program will feature 
speakers of national reputation. 

The Co-ordinator of the 25th An- 
niversary Year activities is Miss 
Ann Burton, vice president, Scars- 





dale National Bank & Trust Com- 
pany, Scarsdale, New York. Other 
Convention Committee Chairmen 
are: Program, Miss Hilda M. Hoff- 
man, Statistician, The Bowery Sav- 
ings Bank, New York; Treasurer, 
Miss Inez E. Babcock, Auditor, The 
South East National Bank of Chi- 
cago; Arrangements and Entertain- 
ment, Mrs. Gladys W. Finkle, Trust 
Officer, Oak Park Trust and Savings 
Bank, Oak Park, Illinois; Hospi- 
tality, Miss Emma E. Claus, Vice 
President, Bankers Trust Company, 
Gary, Indiana; Registration, Miss 
Rebecca Lambert, Auditor, Upper 
Avenue National Bank of Chicago; 
Publicity Co-chairmen, Miss Mary 
K. Hoyt, Assistant Secretary-Treas- 
urer, Montclair Trust Company, 
N. J., and Miss Mae Sherwin, Assist- 
ant Secretary, Industrial Bank of 
Commerce, N. Y. C. 
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Five Requirements For Success 
In Personnel Management 


Here are suggestions, based on a survey of 500 personnel managers, 
which show the characteristics which result in successful personnel 


administration. 


HAT makes a good personnel 
director? 

With the great increase in person- 
nel work as a specialized function 
in recent years, that question has 
been heard in the front office of 
many banks. In industry, personnel 
managers were recruited from the 
ranks of school teachers and sales- 
men, engineers and lawyers, ship- 
ping clerks and advertising copy- 
writers. 

Banks have had to seek in simi- 
larly diverse channels for personnel 
administrators. The diversity of 
personal background and work ex- 
perience of the thousands of per- 
sonnel managers now to be found 
in business and industry has led to 
considerable serious thinking about 
the entire subject of the qualifica- 
tions of successful personnel ad- 
ministration. 

From a practical standpoint, per- 
sonnel men have been hired largely 
in two ways: from without an or- 
ganization as a “personnel man,” 
and from within the organization 
by promotion from some other de- 
partment. The history of many per- 
sonnel administrators is simply 
that of being a member of an or- 
ganization in which the personnel 
function was growing, and gradu- 
ally taking over the work. Even 
today, the personnel function is 
handled, and well in many cases, 
by men who are charged with other 
responsibilities and have no title as 
personnel manager. 


How Personnel Direction 
Has Grown Up 


Sometimes, the hiring has been 
done by the head of the bank, the 
cashier, a department head. Much 
of this work was delegated to a 
clerk who conducted preliminary 
interviews, filled out forms, ete. 
Gradually this “clerk” got to be 
more and more important and did 
more work until a separate depart- 
ment was set up. The other story is 
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By EDMUND MOTTERSHEAD 


Dean, American Institute of 
Human Relations, Chicago, Ill. 


usually the case of an organization 
in which payroll functions were 
handled in the accounting depart- 
ment and hiring done hit-or-miss 
by the various department heads. 
All at once, the front office decided 
to set up a separate personnel de- 
partment; so they stepped out and 
hired the most likely looking in- 
dividual they could find outside the 
organization. In some cases this was 
really done in order to provide a 


What Is Needed In A 
Personnel Director 


1. A mature individual, rea- 
sonably level headed, even- 
keeled, emotionally stable. 

2. A person whose back- 
ground indicates a high degree 
of skill in human relationships. 

3. A person who is college- 
trained plus a substantial 
amount of additional specialized 
training in the various fields. 

4. A person who is definitely 
skilled in at least one of the 
three technical aspects of per- 
sonnel work: 

a. Collective bargaining and 

labor relations; 

b. Procurement, placement, in- 

terviewing; 

c. Management engineering, 

job evaluation, wage payment 

methods, incentive planning, 
and so on. 

5. An individual who may or 
may not have a working know- 
ledge of banking as a business, 
but who knows enough about the 
nature of the jobs and work in 
banking to understand the day- 
to-day problems of the people he 
must supervise. 


place for the department heads to 
toss all the hot potatoes they had 
been tossing around amongst them- 
selves; in other cases, a real per- 
sonnel function was developed. 

Just what is the personnel func- 
tion? Depending upon local prac- 
tices and conditions in the organi- 
zation, the personnel function may 
include any one or all of three 
things: 1. Procurement; 2. Collec- 
tive Bargaining; 3. Management 
Engineering. 


The Securing Of New Employees 


The procurement function in- 
cludes hiring, selection of workers, 
the use of tests, either trade tests 
or psychological tests, orientation 
of workers, training and placement 
of workers. Considerable technical 
knowledge of the jobs is required 
for trade testing and placement as 
well as for interviewing. A good 
deal of basic teaching technique is 
required to set up and administer 
personnel training as a whole; em- 
ployee orientation is an inside pub- 
lic relations job; and psychological 
testing is again a highly technical 
proposition. 


Collective Bargaining 


The collective bargaining func- 
tion, union relations, labor rela- 
tions, labor-management committee 
handling etc., call it what you will, 
is familiar in industry but not al- 
ways conducted by the personnel 
department itself. Frequently, this 
function is carried out in the public 
relations department, or directly by 
top management. But in any case, 
the technical knowledge of labor 
legislation and bargaining practices 
requires considerable study and ex- 
perience before turning the per- 
sonnel director loose in a bargain- 
ing conference. 


Management Of Personnel 


The so-called “management en- 
gineering function” embraces such 
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The ability to deal with people, to make them respond as desired because they think 
they want to, is the single element which cannot be classified, which can hardly be meas- 
ured in a possible applicant for a personnel director's post, and which is the single big must 
in the assets of the successful personnel administrator. 





personnel management matters as 
wage incentives, bonus plans, job 
evaluation, disciplinary practices, 
discharges and separations prac- 
tices, morale programs, safety pro- 
grams, health programs, grievance 
procedures, suggestion systems, 
promotion and transfer policies. A 
high degree of technical skill is re- 
quired in almost every phase of 
this activity. 


The Ability To Deal With People 


There is one other aspect of the 
personnel director’s job which can- 
not be classified as “technical” skill 
.... the human relations element. 
Joe comes into your office and says 
his wife had an accident last night 
and can he somehow borrow $20 
until payday. He leaves and Sadie 
comes in with her usual complaint 
about the girl that works next to 
her. The personnel director has a 
new idea for a training program, 
and the department heads all say 
they and their people are too busy 
to bother with it, and they question 
the value of such a program any- 
way. I doubt if there is a personnel 
director who sometime or other 
hasn’t said to himself: ‘This is the 
lousiest organization I’ve ever seen! 
Such people!” 

The ability to deal with people, 
to make them respond as desired 
because they think they want to, 
is the single element which cannot 
be classified, which can hardly be 
measured in a possible applicant 
for a personnel director's post, and 
which is the single big MUST in 
the assets of the successful person- 
nel administrator. It is because of 
this ability, along with one or 
more of the other three skills enu- 
merated that most personnel direc- 
tors have obtained their jobs. 

It is difficult to put your finger 
on the proper button and say: “This 
is why so-and-so is_ successful.” 
The man across the street has dif- 
ferent conditions and succeeds for 
apparently an entirely different 
reason than does your own person- 
nel administrator. However, some 
light may be shed on the subject by 
looking over the backgrounds and 
abilities of the personnel directors 
who have been successful. 

The International Research 
Foundation for Personnel Admin- 
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istration is at the present time con- 
ducting a program to set standards 
of proficiency and personnel quali- 
fications for personnel: work. In 
connection with this activity, the 
Registered Personnel Administra- 
tor has come into being as the per- 
sonnel manager who passes certain 
standards, who has certain basic 
qualifications, and whose activity 
and tenure in office gives evidence 
that his personnel administration 
has been successful. 


Characteristics Of Directors Who 
Have Been Successful 


The personal backgrounds of the 
first 500 personnel directors to ap- 
ply for registration were exam- 
ined, and the results tabulated. It 
would appear that the typical per- 
sonnel director falls into the 36 to 
43 age group. 

While only 4% of the men stud- 
ied had less than 2 years’ experi- 
ence as head of a personnel depart- 
ment, 70% had no more than 5 
years’ experience as personne] man- 
ager. Roughly, 25% had from six 
to ten or more years as head of a 
personnel function, all of which 
indicates that personnel adminis- 
tration as a separate function is 
relatively new. 

The educational factor appears 
to be perhaps the most significant 
factor in the group studied, for 21% 
of the men reported 2 or 3 years of 
college; 46% were college gradu- 
ates or better (including 17 with 
M.A. or PH.D degrees). Thus 67% 
were at least exposed to a college 
education. Only 38 men reported as 
having less than a high-school grad- 
uation. The older men, with the 
greater -experience (mostly with 
the largest organizations) were us- 
ually those who reported little or 
no college training. The conclusion 
is simply that these were the men 
who grew into their jobs while it 
was found necessary to get college- 
trained men to step in and fill a 
newly created personnel position. 

The second fact beneath the sur- 
face of the age-educatior figures is 
that (with 84% of the men between 
30 and 50, the typical age between 
36 and 43) the average personnel 
director had little or no formal 
training as such, primarily for the 
simple reason that few colleges 





— 





were offering courses in personnel 
administration ten years or even 
five years ago. Indeed, few are of- 
fering such courses today. This re- 
sulted in an otherwise incredible 
enrollment in courses of collateral 
training, home study courses and 
the like on the part of the men who 
were carrying out the personnel 
functions. 

The 500 men who reported col- 
lectively took a total of 1,614 such 
courses in the last 3 or 4 years 
(Government training programs 
such as JIT, JMT etc. not counted). 
Most of this was done by the men 
on their own time at their own ex- 
pense. Of the 32 subjects men- 
tioned, the most prominent included 
business management, foremanship- 
supervision, industrial relations, 
personnel administration, and pub- 
lic speaking. 

The nature of personnel work is 
such, involved as it is so intimately 
with human relationships, that a 
person engaged in the activity is 
either successful at it or gets out of 
it in a relatively short time, usually 
in a year or two. 

While, as we have seen, there is 
a large body of highly specialized 
knowledge and skill required of a 
personnel director, on the other 
hand, the thing looks relatively 
easy from the outside. Everyone 
likes to “help the other fellow” or 
give advice or solve his problems. 
The ex-salesman torn from his job 
by material shortages, the termi- 
nated army captain who successful- 
ly led a company of men in the war, 
the ex-army classification clerk, 
and thousands of others attracted 
by the apparent prestige and finan- 
cial rewards of personne] adminis- 
tration have evinced their willing- 
ness to rush in where angels and 
most top executives fear to tread. 

In some instances these inexperi- 
enced people have been successful 
in impressing management with 
their ability and have been placed 
in authority, -with dire results 
both to themselves and to the or- 
ganization they were attempting to 
serve. Perhaps one of the saddest 
things is to watch some bright 
young thing try out an idea that 
was discarded years ago after bit- 
ter experience, to know it fore- 
doomed to failure, and to be able 
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How Does Your Personnel Function Rate? 


Place an X in the square which mostly nearly represents conditions in the personnel function of 
your bank. Then connect the X’s with a heavy line to obtain the profile of your personnel activity. 


| 


What Staff 
Have You? 





How Long Have 
You Had A 
Personnel 
Department? 
1. More than | 1. 

two years. 


| Scope of Your 
Personnel 
Department 


Procurement 
plus labor 
relations pius 
all engineer- 
functions. 


1. Separate 
department 
head who 
does it all 


help. 


. One execu- 
tive who 
does it all 
asasideline 


ad esaimtan : 

_ Less than| 2, Full procure- 

two years. ment func- | 
tion plus full | 
labor rela- 
tions func- 
tion. 

. Interviewer, 
rest of it 
done by 
dept. heads. 


Interviews, 
gives tests, 
sends men 
to dept. 
heads for 
hiring. 

. Handles 
work in other 
depts. as a 

side line. 


‘ Setting it up, 3. 
but not in 
operation. 


to do nothing about this sort of 
thing happening again and again 
in different situations. For each 
such instance there is another top 
executive who has lost his faith in 
the value of all personnel work. 


The Attitude Of Employees 
Changes 


Man is not a logical, but an emo- 
tional or psychological animal. In- 
dividual and group reactions can- 
not be expected to remain constant 
from day to day, but will fluctuate 
as to moods, reacting to various 
stimuli from management and local 
conditions, both intentional and 
accidental. The organizations of the 
workers to the point where they can 
make their demands felt not only 
by management but by the entire 
nation has forever disposed of the 
concept that the worker is merely 
another tool of production, albeit a 
somewhat more complex and ineffi- 
cient tool than most machines. 


Why We Need Personnel 
Managers 


With the recognition of this state 
of affairs has come the necessity 
for a corps of trained experts in 
human relations to apply the neces- 
sary stimuli to keep the workers in 
a productive and happy frame of 
mind. Every effort has been made 
to develop greater scientific preci- 
sion in applying the various new 
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with clerical | 








How Do You 


: What Personnel Engineering Have You Done? 





Handle Labor 
Relations? 


A. Job 
Evaluation 


B. Incentive 
Plans 


Produc- 
tion” bonus 
annual bonus 
and retire- 
ment plan. 


1. Labor- man- 1. Character- = 1. 
agement istic com- 
committee parison 
handled by method. 
personnel 
director and 
top man- 
agement. 


. Labor-man- | 2. Point system 
agement | tion” bonus 
committee plan. 
with top| 
management. | 

ia) 

. Workers | 3. 
sent to pub- 
lic relations 
director. 





Simple, by : 


titles. bonus. 


. By top man- 4. 
agement. 


techniques as they developed. Man- 
agement has found that these activ- 
ities “paid off” in terms of produc- 
tion and costs. Many organizations 
have come to the conclusion that it 
also pays to have a well organized 
and distinct personnel department 
with a trained personnel executive, 
rather than continuing to carry out 
these functions as side-line activ- 
ities of other members of the organ- 
ization. 

There has been as yet no royal 
road to fitness and accomplishment 
in personnel administration. The 
successful personnel administrators 
in the field have had little or no 
formal scholastic training in per- 
sonnel techniques, for until very 
recently no such training was 
available. In addition, most of the 
courses now offered deal with over- 
all policy and principles rather than 
with how to handle the day-to-day 
problems with which every person- 
nel administrator consumes most of 
this time. The men who had the 
basic knowledge were busy using it 
while learning new ways and new 
techniques themselves on the firing 
line. 


What Is Needed In A 
Personnel Director 


The individual contemplating en- 
tering the personnel field might ask 
himself: “Do I understand peop‘e? 
Do I habitually make an effort to 
get along with them? Have I any 


. Produc-| 2. Twoorthree | 


. Annual 3, Occasional | 3. Form plus 


. Several, all 


Morale Results 
(Human 
Relations) 


C. Special PROCUREMENT | 


programs 


. Most of them 
evince en- 
thusiasm for 
the organi- 
zation. 


1. Form plus | 
interview by 
personnel 
manager | 
plus tests | 
and physical | 
exam. PD | 
places new 
men. 


integrated 
to training 
and labor- 
relations 
programs. 


. At least a 
few seem 
contented, 
the rest 
quiet. 


. Form plus | 
interview 
plus tests, 
hire depart- 
ment heads. 


regulars, | 
suggestions 
system, and 
sO on. 





. Most of them 
seem to be 
indifferent, 
apathetic. 


or acciden- | interview by | 
tal. clerk, hire 
} by depart- 

ment heads. | 





4. Application 
form, hiring 
by depart- 
ment heads. 


. Our people 
are uneasy 
or suspicious. 


specialized training for the work? 
What do I know about collective 
bargaining, procurement, testing, 
interviewing, wage systems, morale 
programs?” 

The organization seeking a per- 
sonnel administrator might look for 
one who fulfills the following quali- 
fications: 

1. A mature individual, reason- 
ably level-headed, even-keeled, 
emotionally stable. 

2. A person whose background 
indicates a high degree of skill in 
human relationships. 

3. A person who is college- 
trained plus a substantial amount 
of additional specialized training in 
the various fields indicated above. 

4. A person who is definitely 
skilled in at least one of the three 
technical aspects of personnel 
work: 

a. Collective bargaining and la- 

bor relations; 

b. Procurement, 

terviewing; 

*. Management engineering, job 

evaluation, wage payment 
methods, incentive planning, 
etc. 

5. An individual who may or 
may not have a working knowledge 
of banking as a business, but who 
knows enough about the nature of 
the jobs and work in banking to 
understand the day-to-day prob- 
lems of the people he must super- 
vise. 


placement, in- 
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How To Defend A Bank Against 
]. The Ambush Holdup 






2. The Teller Holdup 


In this, the fourth and concluding article, Captain 
Luers tells of defenses against two types of holdups 


E HAVE been considering, ex- 
clusively, defense against the 
business-hour gang holdup. 

The ambush holdup, and the one- 
man teller holdup are different ket- 
tles of fish, so far as defense is con- 
cerned. In either case, it has no 
relationship to the defense against 
business-hour gang holdup, or, at 
best, it is only a distant cousin. 

In the ambush holdup, the ban- 
dits have plenty of time, compara- 
tively speaking, in which to break 
down barriers, up to and short of 
actually forcing entrance to vault 
and cash safe. If they come equipped 
to do the latter, then they are bur- 
glars, instead of holdup men. 

The forcing of entrance to the 
bank building is a burglarious pro- 
cedure, and there is such a thing as 
a burglar alarm system for a build- 
ing. However, it has nowhere near 
the reliability of a vault alarm sys- 
tem; and we must not forget that 
the bandits have another way to get 
into the building—by seizing a 
bank officer in the night and drag- 
ging him down to the bank to give 
them entrance thereto and perhaps 
also to the vault and safe if not 
under timelocks. 

In that case, a good vault burglar 
alarm will be sorely missed, for it 
would bar entrance to the vault, to 
anyone whomsoever, until the timer 
contro] releases the protection at a 
proper hour in the morning. 

Let us consider the normal situa- 
tion with the vault protected suffi- 
ciently until the hour the banking 
staff must enter it. 

How shall we set up a dilemma 
for the bandits waiting for that 
hour, with the bank people all 
securely tied up? 

My answer is that, for once, we 
can take Old Man Human Nature 
and make him work for us, instead 
of tripping us up. 

Bandits have an aversion, an irre- 
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and summarizes the four articles. 





By CAPTAIN H. F. LUERS 


Bankers Monthly Staff Consultant 
on Bank Protection 


sistible dread—the fear of the out- 
side world’s getting wise to what is 
going on in the bank. How can we 
work on that so as to positively 
defeat them, and most probably 
keep them from trying an ambush 
holdup? 

My answer, again, was provided 
me by my clever friend, John War- 
ing, who first figured out the Gate 
Citadel. It is this: 

Make it necessary for a bank em- 
ployee to leave the bank, after first 
learning the situation therein, or 
else. 

The vault cannot be opened and 
an alarm will be given. 

In other words, he has to go get 
a key, kept in some suitable place 
outside the bank, in order to get the 
vault open; and if he does not ap- 
pear at the given time to get the 
key, the town is right away roused. 

Post in the bank a good placard 
telling all about it. Place in the 
homes of bank officers copies of this 
placard, to entertain any gang that 
may try the “kidnapping” style of 
ambush holdup. 

How shall we make this key abso- 
lutely necessary? There is a variety 
of contrivances that can be devised 
for this purpose but I can think of 
but one that could be standard—a 
key auxiliary contro] for the bur- 
glar alarm—if you have a good 
burglar alarm. By it, the burglar 
alarm protection is held “on” till 
the key is turned. Of course, the 
burglar alarm’s regular timer con- 
trol absolutely keeps the protection 
on until the normal opening hour 
for the vault in the morning. The 
key control keeps it on further un- 
til unlocked. 

Otherwise we have to study the 
vault door and its locks and invent 









something that will require a key 
—or a tool easily carried. 

Of course, there is necessary a 
certain program of entering the 
bank, making sure of no intruder, 
going after the key at a certain 
time, and providing that those in 
charge of the key are positively 
notified when time is up and some- 
thing is to be done. A couple of 
electric alarm clocks, of the proper 
type, provide these time notifica- 
tions. And, of course, we must as- 
sure the safety of the key from 
burglary while in its overnight rest- 
ing place. All these things can be 
provided for to suit the situation 
in each case. 

Any idea that the bandit gang 
will extend its holdup operations to 
include seizing the key is out of 
the picture. It spreads word of their 
operations altogether too much for 
their safety. 


The One-Man Teller Holdup 
Defense 


The best defense, where a bank 
has the old-style fixtures, is to 
place a standard bullet-resistant 
glass with gun-proof deal tray, in 
the wicket. There is no need to ex- 
tend the protection of the teller to 
either side of the wicket, for this 
type of holdup, since the bandit’s 
urgent need for secrecy in this type 
of operation makes it out of the 
question for him to dodge from side 
to side to get an aim at the teller or 
to climb to threaten from above. 

As I have before indicated, I 
doubt that a one-man teller holdup 
will be attempted where Courtesy 
Counters replace the old-style fix- 
tures. It leaves the bandit too open 
to observation. 


A Good Old-Time Defense Weapon 
Still Good 


Before concluding discussion of 
anti-daylight holdup methods, there 
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VERYWHERE 


“THE / BANKERS’ FIELD WAREHOUSE COMPANY” 


Wherever there are progressive banks that want to 
make sound loans on inventory — wherever there are 
banking customers who have merchandise on which 
to borrow — Douglas-Guardian’s services are in de- 
mand. 

With eighteen offices equipped to serve the na- 
tion’s banks — with experience in field warehousing 
over 400 products in 44 states — with 2500 banks hav- 
ing held our warehouse receipts — it’s only natural 
that bankers seek our services and think of Douglas- 
Guardian as “the bankers’ field warehouse company.” 


DOUGLAS-GUARDIAN 


WAREHOUSE CORPORATION 


Nation-wide FIELD WAREHOUSING 


NEW ORLEANS |, Lo., 118 North Front St 
NEW YORK 4, N.Y., 50 Broad St 

CHICAGO 3, Ili., 100 West Monroe St 
ATLANTA 3, Ga., Hurt Bidg 

CLEVELAND 14, Ohio, Union Commerce Bidg 
DALLAS I, Texas, Tower Petroleum Bldg. 
EASTON, Md., 438 South Street 
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LOS ANGELES 14, Calif., Garfield Bldg. 

MEMPHIS 3, Tenn., Porter Bldg. 

PHILADELPHIA 2, Pa., Girard Trust Bldg 

PORTLAND 5, Ore., 927 S.W. Alder St SPRINGFIELD, Mo., Holland Bidg, 
ROCHESTER 4, N.Y., Commerce Bldg TAMPA 2, Fla., 416 Tampa St. 

SAN FRANCISCO 4, Calif., 300 Montgomery St EL PASO, Tex., First Nat'l Bank Bldg. 
SPRINGFIELD 3, Mass., 172 Chestnut St. HARTFORD, Conn., 36 Forest St, 
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Write for the new, free book, “IN BANK 
AFTER BANK AFTER BANK.” You'll 
see why thousands of leading banks have 
changed to this surprisingly low-cost book- 
keeping system . . . why it will pay you to do 
the same. Recordak Corporation, Subsidiary 
of Eastman Kodak Company, 350 Madison 


Avenue, New York 17, N. Y. 


RECORDEK 


(Subsidiary of Eastman Kodak Company) 


originator of modern microfilming 
—and its application to banking systems 


Recordak Corporation 
350 Madison Avenue, New York 17, N. Y. 
Please send me the new book about Recordak, 


“IN BANK AFTER BANK AFTER BANK.” 
Name 
Bank 
Street 
City 
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is one defensive instrument which 
should be given mention, not merely 
honorable mention but thorough 
discussion. Sentiment and sense, as 
well as historical importance, de- 
mand it. 

The good old, tinny, burglar 
alarm gong has had more uniform 
success, when used, than any other 
measure hitherto employed by 
banks to battle bandits. 

It is not a matter of opinion with 
me. I know, intimately all the story; 
and on this subject I know I am 
right. 


A Notable Case Of Stark 
Propaganda 


There may have been a case 
where bandits defied the sound of 
the alarm, but I doubt it. Iam sure 
of one thing and that is that the 
record of the burglar alarm in 
breaking up bank holdups was so 
nearly 100% that no other method 
or device then used could be com- 
pared with it. 

But I can hear the chorus of pro- 
test rising from all directions. 

“But it’s dangerous to set the 
burglar alarm gong ringing. They 
will shoot you down if you do. There 
was this case, and that case, and 
that case—” 

My friends, there was never any 
such case. I have investigated and 
investigated—to find that truth 
made ridiculous such stories, 

O. B. McClintock, about whom 
you all know (now deceased), in a 
convention of bank protection men 
(makers of all types of devices to 
combat holdup) offered a large sum 
—$1,000 if I remember right—for 
one single case where it could be 
shown that the sound of the burglar 
alarm had started bandits shooting. 

In spite of the fact that various 
men in that convention had shouted 
that theory, not one case was ever 
submitted. The money was never 
claimed. There was absolute silence 
on the subject. 

The success of the propaganda 
was astonishing. It got so that even 
the officers of state bankers asso- 
ciations warned their members 
against resorting to the burglar 
alarm as a defense against holdup. 

Of course, there may have been 
cases where someone was shot while 
reaching towards an alarm button 
or switch; but that is entirely aside 
from the question. The shooting 
would have occurred just the same 
if the button or switch was to actu- 
ate a silent signal system, or this, 
or that There is no case that I have 
been able to find where the shoot- 
ing occurred after, and because of, 
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the sounding of a burglar alarm 
gong. 


Why The Burglar Alarm Does 
The Business 


The psychology which makes the 
sounding of a burglar alarm (if it is 
clearly audible in the bank) so ef- 
fective is clearly understandable. 

The instant the bandits within 
the bank hear that alarm, they 
think of the driver of the get-away 
car outside. They sense the shock 
the alarm must give him by the 
shock they themselves feel. 

Will he wait for them or become 
panicky and race away without 
them? 

They dare not trust him. That 
get-away is the most sensitive thing 
in their consciousness; which is the 
reason they so promptly shoot any- 
one they suspect of reaching for a 
button or switch which may sum- 
mon outside help. 


Now please understand me on 
this. For protection against holdup, 
I do not advocate your relying on 
your burglar alarm, with its vari- 
ous tripping devices scattered about 
the bank. It is in the class of pro- 
tective devices which I have de- 
clared unreliable because of the 
small percentage of occasions in 
which anyone dares to trip a button 
or switch. 


In a preceding article, I declared 
this principle: 

No defensive plan is worthwhile 
if it depends upon someone to do 
something while under gun-threat. 

That makes it 
doesn’t it? 

But I do say this: If, in your de- 
fense layout, there is a situation in 
which someone can set off the bur- 
glar alarm, by all means provide for 


it. In the name of common-sense, 
don’t forbid it. 


If you have a man in a turret, 
provide him with a burglar alarm 
button and take away his gun. 


If you use the money area and 
the gate citadel defense, provide a 
burglar alarm trip in the gate 
citadel. 

To conclude this discussion, let 
me point out that almost every day 
you will read in the newspapers 
how a thug held up a girl but when 
she screamed, he ran. I’ve seen it a 
thousand times. It is a significant 
thing which no one seems to have 
taken any account of. 


plain enough, 


Recapitulation And Conclusion 


In writing about bank holdup in 
this series of four articles, I have 


tried to establish the following con- 
clusions: 

1. That inadequacy of past efforts 
to combat bank holdup have been 
due to ignorance of the all-import- 
ant human psychology which ai:so- 
lutely rules in all phases of the 
problem; 

2. That the essential considera- 
tions in devising protection are 
answers to the question: What will 
the bandit and the banker do or 
not do in the circumstances com- 
monly prevailing in such holdups; 

3. That the dependence upon 
guns or any crippling agency in 
combating bandits is dangerous and 
ineffective; 

4. That devices imposing incon- 
venience upon the banking staff are 
unreliable if they can be made im- 
potent by a subterfuge not readily 
detected; 

5. That the human element in a 
defense provision is not to be 
trusted; 

6. That the open approach to the 
cash reserve and securities vault 
must be blocked by a positive phys- 
ical blockade devised to present an 
absolute dilemma to bandits; 

7. That the effective, worthwhile 
defense is the problem of each bank, 
individually—that a standard, man- 
ufactured equipment for the pur- 
pose is impossible. Every bank is 
different; 

8. That the positive defense is 
available, and within the means of 
every bank that really wants it. 


In Conclusion—An Invitation 


I am well aware that I have 
squarely challenged some popular 
ideas as to the bank holdup prob- 
lem. I have tried to avoid mention 
of any device offered bankers as an 
answer to the problem, but I have 
freely discussed the type of action 
such a device may call for. 

This is inevitable in any full and 
frank effort to advise bankers as to 
the truth, 

I have made positive statements; 
but they are intended only as ex- 
pressions of my own strong convic- 
tions, based on many years of study 
of the problem I do not claim to be 
infallible. It is up to each indi- 
vidual reader as to how much 
weight to give my advice. 

I have been indebted to others, 
including bankers, for several val- 
uable suggestions. I welcome them 
from anyone for I am yet studying. 

If any one interested desires to 
question my ideas or to have further 
information about them, I invite 
him to write me, through Bankers 
Monthly. 
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nO. 5 IN A SERIES OF FARM 


The Retail Store in Downtown Brockton 


COMMUNITY BUILDER STORIES 


One-stop 
farm store made 
Frank Sargent 


A diversified line of feed and farm supplies — actually 
a super market— is the key to the success of Frank 
Sargent, Brockton, Massachusetts — a Purina Dealer 
who has sold well over a million dollars’ worth of 
Purina Chows. 

Starting with sales of only $600 the first month, Mr. 
Sargent steadily built confidence in himself and his 
merchandise and has added to the services he offers his 
farm community. As volume increased, seeds, poultry 
supplies and fertilizer have been added . . . then dairy 
supplies, silos, milking machines and farm implements. 
Today there are two Sargent stores— the suburban 
store and a downtown store .. . both offering one-stop 
farm service. 

From small beginnings, Frank Sargent has used the 
Purina Franchise . . . quality products, customer serv- 
ice, advertising and merchandising . . . to good ad- 
vantage and is a successful business man and a real 
community builder. 


RALSTON PURINA CO., Headquarters, St. Louis 2, Mo. 


THE PURINA DEALER 1S A GOOD MAN FOR THE RURAL BANKER TO KNOW 


There are many more Purina Dealers like Frank Sargent who are 
filling the needs of their agricultural communities . . . and they are 
good men for rural bankers to know. The Purina Dealer and his 
organization contact farmers day in and day out. . . know their 
plans, problems and needs. While visiting with farmers, many of 
them are saying a good word for their local banks. Does your local 
Purina Dealer know the services that your bank offers to local 
farmers, so that he can recommend them? Maybe he’s trying to do 
this now, when he thinks of it — but why not give him your story 
and ask him for his active and planned cooperation? Working 
together . . . Banker and Dealer . . . you can build your agricul- 
tural community. 





COMMUNITY BUILDERS 
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A Money Quiz 


There is one question to which no possible answers are given on this page. If 
you answer this question correctly, you may score yourself 5 points extra for it. 


Circle the letter indicating the answer you believe 
is correct. Grade yourself as follows: 


18, 19 or 20 
45. 16: or 17 
12, 13 or 14 
8, 9, 10 or 1l 
5 6 or 7 

2, 3 or 4 


Very Superior 
Superior 

Good 

Average 

Poor 

Very Poor 


(Answers On Page 461) 


How many denominations of 
paper money are now issued by 
the U. S. Government? 
a. 10; b. 11; €. 12. 
yl How many denominations of 
coins are issued by the U. S. 
Government at present? 
a. 5; b. 7; «. 6. 
gy On which denomination of pa- 
per money is there a portrait 
of our first president? 


Every denomination of paper 


money bears the portrait of a 
man. All bank employees should 
learn how to count paper money by 
the portraits. How much money 
would you have by counting 2 
Washington, 2 Jefferson, and 2 Lin- 
coln? 

a. $20; b. $16; ¢. $10. 
A customer cashes a check for 

$166 and asks for currency with 
no two pieces alike; what would 
you give him? 

a. One $1, one $5, one $10, one $50, one 


$100; b. One $100, one $50, one $6, six $1's; 
Two $50’s, two $20, one $5, one $1. 


6 | If you were asked to sort out 

the silver certificates from a 
pile of currency, what would be the 
one thing on the bills to watch in 
order to sort most rapidly? 


a. The name “Silver Certificate at the top; 
b. _~ portrait of a president; ¢. The blue 
seal. 


wa If you have a silver certificate 
bearing the picture of Wash- 


ington, how much is it worth? 
a. $1; b. $2; ¢. $3; d. $5. 
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8} What is the color of the seal to 
the right of the portrait on 


United States notes? 
a. Red; b. Green; ¢. Blue; d. Brown. 


On what denomination of cur- 

rency is there a picture of a 
president’s memorial? 

a. $5; b. $10; ¢. $20; d. $50; e. $2; f. $100. 

Which one of these amounts can 

be paid with three pieces of pa- 
per money, each piece a different 
value? 

a. $77; b. $155; ¢. $135. 
A customer hands you a check 

for $190 and asks you to give 
him rolled money—15 rolls of 
halves and the rest in dimes. How 


Employees Discuss Quiz 
Questions With Each Other 


The First National Bank of Nor- 
ton, Va., reports that it has been 
very much pleased with the results 
obtained by the use of Bankers 
Monthly Quiz reprints. G. C. McCall, 
president, writes: 

“The reprints are given to our 
employees from time to time, and 
they are discussed by them. We feel 
sure that this method is very helpful 
and does not confine the discussion 
to any particular time but leaves 
the opportunity for these discus- 
sions at any and all times.” 


many rolls of dimes would you give 
him? 
a. 4; b. 7; ¢. 5; d. 8. 
Certain issues of some coins 
have pictures of American pres- 


idents on them. Which coins? 


a. Half-dollar; b. quarter; ¢. dime; d. Liberty 
nickel; e. penny. 


kj If a customer handed you a $50 
bill and asked for rolled coins, 
“The same number of rolls of nick- 
els and dimes,” would you give him 
any change in addition to the rolls? 
(No service charge). 
a. No; b. Yes, 50 cents; c. Yes, $1; d. Yes, $2. 
A customer handed a teller 
rolled pennies and a deposit slip 
listing, “Pennies, $2”. How many 
rolls should the teller receive? 
a. 12; b. 8; c. 4, 
i In which of the following cities 


are U. S. coins minted? 


a. New York; b. Chicago; ¢. Philadelphia; 
d. Denver; e. San Francisco. 


If a customer threw down a dol- 

lar bill and said, “I want to get 

48 cents out of this,” what would be 

the best combination of change to 
give him? 

a. Half dollar and two quarters; b. Half 

lar, a quarter, two dimes, and a nickel; 

¢. Half a dollar, a quarter, two dimes, and 


five pennies; d. Three quarters, two dimes, 
and a nickel. 


A half dollar expressed in nu- 
merals ($.50) has a zero. What 
is the total value of one each of all 
the coins with a zero after the digit? 
a. $.75; b. $.60; ¢. $1.60. 
What is the total of one each of 
the coins which classify as frac- 
tional coins? 
a. $1.91; b. $.91; «. $.41. 
On which two coins are eagles 


holding olive branches? 


a. Half dollar; b. quarter; ¢. dime; d. nickel; 
e. penny. 


Which of these amounts can be 
paid with five coins—all differ- 
ent? 
a. $1.75; b. $1.41; «. $.41. 
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There is a National City 
Paying Teller Everywhere in the World 


a 


re 


vs, EERIE 


a 


Backed by The Wfational City !8ank of New York, 
NCB Travelers Checks are known and accepted EVERYWHERE 


N.C. B. Travelers Checks, universally recognized, are accepted 
the world over and are as readily convertible into cash in foreign 
places as at your own teller’s window at home. 

If lost, destroyed or stolen. (uncountersigned), The National 
City Bank of New York will promptly refund the amount of the 
lost or destroyed checks. 

A real service for banks to offer their clients. 


The selling bank retains entire commission—i. e. % of 1%. 


We shall welcome inquiries concerning this service. 


THE NATIONAL CITY BANK 
OF NEW YORK 


Head Office: 55 Wall Street, New York 


September, 1946 


ACTIVE OVERSEAS BRANCHES 


ARGENTINA 
Buenos Aires 
Flores 
Plaza Once 
Rosario 
BRAZIL 
Rio de Janeiro 
Pernambuco 
Santos 
Sao Paulo 
CANAL ZONE 
Balboa 
Cristobal 
CHILE 
Santiago 
Valparaiso 
CHINA 
Shanghai 
Tientsin 
Hong Kong 
COLOMBIA 
Bogota 
Barranquilla 
Medellin 


CUBA PHILIPPINE 
Havana ISLANDS 
Cuatro Caminos Manila 


Galiano 

La Lonja PUERTO RICO 
Caibarien San Juan 
Cardenas Arecibo 
Manzanillo Bayamon 
Matanzas Caguas 
Santiago Mayaguez 

ENGLAND suas 


London 
117,Old BroadSt, REPUBLIC OF 


11, Waterloo Pl. PANAMA 

INDIA Panama 

Bombay STRAITS 

Calcutta SETTLEMENTS 
JAPAN Singapore 

Tokyo (Limited) uneames 
MEXICO : 

Mexico City Montevideo 


PERU VENEZUELA 
Lima Caracas 


Member Federa! Deposit Insurance Corporation 





Assembly Line Method Of Work Flow 


Saves Expense For This Bank 


To avoid moving batches of items back and forth, the various 
machines are arranged in this bank so that the work is passed from 
one operator to the next by the shortest route, as illustrated on 


pages 442 and 443. 


N OUR bank, we have tried to 
Tenia banking as a factory 
operation, where the work, so far 
as possible, is organized on a pro- 
duction line basis. With this in mind, 
we have been able to arrange our 
machines to avoid carrying batches 
of items back and forth. Each ma- 
chine is located in a straight line 
from the machine which has just 
completed its work. 

The work comes in through the 
tellers’ windows, with one teller 
designated as mail teller to handle 
deposits by mail. From the tellers, 
all of the deposit tickets and deposit 
items flow to the proof department, 
where a National Cash Register 
proof machine proves the deposits, 
sorts the items to the various de- 
partments, and keeps a running 
total on the deposits from each 
teller and the batches of items 
charged to each department at all 
times. 

As the items go through the proof 
machine, the bank is kept in bal- 
ance to that point. At any time dur- 
ing the day, any teller can ascertain 
from the proof machine operator 
the amount of cash he has taken in, 
and also any department can tell 
up to that point the amount of items 
that are charged to it. 

Incoming correspondent bank let- 
ters go to the transit department 
desk, which is at the right of the 
proof machine. Incoming clearings 
from local banks also go to this 
desk. From here, they go to the 
proof machine where they are to- 
taled, proved, and sorted, and 
charged to the proper department 
in the bank. 

From the proof machine, foreign 
items go to the transit desk, and 
from there, into the mails. 

Checks from local banks go from 
the proof machine to this desk, and 
from there are sent out to the local 
banks to be cleared. 

“On us” items flow to the left or 
our assembly line to the Multisort, 
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By WALES R. HARRISON 


President, American National Bank and Trust 
Company, Danville, Virginia 


where operators sort the checks al- 
phabetically, and by individual ac- 
counts—active accounts have their 
separate division in the Multisort. 
These sorters examine the checks 
for signature, date, and endorse- 
ment. Endorsements are examined 
only on items in the amount of $100 
or more. 

The current day’s work stops at 
the Multisort, and all “on us” items 
are held there until the close of the 
day’s work, when the entire bank is 
balanced. Then the bookkeeping de- 
partment picks up these items, 
which have now been blocked for 
the bookkeepers, and visual posts 
them that afternoon, Deposit tickets 
have also come from the proof de- 
partment to the Multisort, and they 
too have been arranged alphabeti- 
cally for the bookkeepers. 

We use the delayed posting sys- 
tem, and the current day’s work is 
not actually posted on the ledgers 
until the following morning, when 
it is all posted in one operation. In 
this way, we save considerable time 
over the old method of “dribble” 
posting. 

After posting, the checks are pho- 
tographed, canceled, and filed by 
the bookkeeping department. 

Under this system, the current 


The Flow Of Checks 


. Tellers 

. Proof 

. General books 
. Transit or sorter 
. Bookkeeper 

. Recordak 


. Cancelling machine. 


day’s work is kept in the banking 
room and the checks do not reach 
the bookkeeping department until 
after that day’s work has been 
proved. 

During the morning, the book- 
keeping department, which is 
housed in a separate room, is work- 
ing on checks and deposits of the 
previous day. In this way, there is 
no chance of confusing the work 
of the two days. 

From the proof department, items 
also flow to the collection depart- 
ment, the note department, savings 
department, and the general book- 
keeping department. Each of these 
departments has its own bin in the 
proof machine and running totals 
are kept for each one. 

Our lobby arrangement is similar 
to that of the average bank, with a 
line of tellers’ cages on either side. 
On the left-hand side entering, we 
have first officers’ quarters, and then 
paying and receiving tellers. In- 
stead of having eight single tellers’ 
cages, we have taken out the par- 
titions between every other one, 
and have four double cages. Thus, 
either one teller or two tellers can 
handle a window, or cage, accord- 
ing to the volume of business. 

On the opposite side of the lobby, 
we have officers’ quarters, and then 
a tellers’ line for the note depart- 
ment, installment loan department, 
collection department, remittance 
and money order department, and 
savings department. 

Low rail, continuous counters are 
used on the paying and receiving 
side, but no rail of any kind in- 
trudes between the teller and the 
customer on the other cage line. 

By thus physically dividing our 
bank, and arranging our operations, 
as noted, we are greatly facilitating 
our work. We have found that the 
assembly-line idea, whereby the 
work flows through in a continuous 
operation, avoids confusion, saves 
time, and provides for accuracy in 
settlement. 


(Continued on page 442 
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Chicago welcomes the 


American Bankers Association 


xe 


‘This bank joins with the other institutions of the city 
in welcoming you to Chicago again, and in expressing 


the wish that you may find value and enjoyment in 





your visit. 
se 
CONTINENTAL ILLINOIS 
NATIONAL BANK AND TRUST COMPANY 


OF CHICAGO 


LaSatie, Jackson AND CLARK STREETS 


Member Federal Deposit Insurance Corporation 


September, 1946 





The Assembly-Line Idea In Bank Operation 


From the proof department, items also flow to the collection depart- 
ment, the note department, savings department, and the general 
bookkeeping department. Each of these departments has its own bin 
in the proof machine and running totals are kept for each one. 
We have found that the assembly-line idea, whereby the work flows 
through in a continuous operation, avoids confusion, saves time. 
and provides for accuracy in settlement. 


During the morning, the bookkeeping department, which is 
housed in a separate room. is working on checks and 
deposits cf the previous day. In this way, there is no 
chance of confusing the work of the two days. 
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“On us” items flow to the left on our assembly line day, ¢ 
to the Multisort, where operators sort the checks operat 
alphabetically, and by individual accounts—active any d 
accounts have their separate division in the Multi- tems 
sort. These sorters examine the checks for signature, 
date, and endorsement. Endorsements are examined 
only on items in the amount of $100 or more. 
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The work comes in through the tellers’ windows, with one teller 
designated as “mail teller” to handle deposits by mail. 
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Incoming correspondent bank letters go to the transit depart- 


ment desk, which is at the right of the proof machine. Incoming 
clearings from local banks also go to this desk. From here, 
they go to the proof machine where they are totaled, proved. 
and sorted, and charged to the proper department in the bank. 
From the proof machine, foreign items go to the transit desk, 
and from there, into the mail. 


Checks from local banks go from the proof machine to this 
desk, and from there are sent out to the local banks to be 


cleared. 








From the tellers, all of the deposit tickets and deposit 
tems flow to the proof department where a National 
ash Register proof machine proves the deposits, sorts 
the items to the various departments, and keeps a run- 
ung total on the deposits from each teller and the 
catches of items charged to each department at all 
‘mes. This is the heart of the operating department. All 
— operators get their work from this proof ma- 
chine. 

As the items go. through the proof machine, the bank is 
tept in balance to that point. At any time during the 


line day, any teller can ascertain from the proof machine 
ecks operator the amount of cash he has taken in, and also 
tive any department can tell up to that point the amount of 
fulti- tems that are charged to it. 
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In providing blanket bonds and other 
types of insurance coverage to the 
leaders of American industry we have 
broadened our experience in many fields 


and obtained an intimate knowledge of 


protection problems which enables us 
to write bonds to fit your requirements. 

It is one of the reasons why the lead- 
ers of the American Banking Industry 


favor United States Guarantee bonds. 


UNITED STATES GUARANTEE COMPANY 


NEW YORK CITY 
FIDELITY SURETY CASUALTY 


Aviation Insurance through Associated Aviation Underwriters 
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The IBM Proof Machine, operated by the touch system, reduces fatigue, speeds work. In one 


operation it endorses, lists, proves and sorts (into as many as 24 different classifications). 
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The IBM Proof Machine benefits both the bank 
and the machine operator. 

It not only endorses as it sorts, lists and proves 
but permits fast, accurate and efficient handling 
of checks by the operator. Because of its 10- 


adding-key-touch-system operation, the amount 
of each check need be read only once. The opera- 
tor’s eyes don’t have to travel constantly between 
checks and keyboard. Fatigue is reduced. Time 
is saved. The work is speeded. 


INTERNATIONAL BUSINESS MACHINES CORPORATION 
World Headquarters Building, 590 Madison Avenue, New York 22, N.Y. 


September, 1946 
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THE 
HAMMERMILL 
COLUMN 


* 
* 
* 
* 


+ + + 


As most forgery schemes are directed 
against commercial banks, some savings 
institutions are inclined to grow careless 
about watching their accounts. Tellers 
who refuse to cash checks for strangers 
will do it for depositors without bother- 
ing to look at records. The fact that a 
person possesses a savings account num- 
ber seems to act as a strange sedative. 


* * 


A smooth operator who took note of this 
situation has just netted the tidy sum of 
$20,000 in less than a month from four New 
York City banks. He took each one for 
$5,000 minus a parting gift of $15. 





Since no trace of him can be found, it 
is believed that he’s quietly looking for 
other green currency pastures. Any bank 
with a savings department should be- 
come acquainted with his method. 


* * * 


He begins his operations by opening a 
savings account.While filling out his appli- 
cation heremarks that he has just moved into 
town, and is looking for a business oppor- 
tunity. He makes a cash deposit of $300 to 
$400 plus several out-of-town checks. 


* * * 


He is smart enough to know that a 
bank might wonder about the checks 
and so waits until they have cleared be- 
fore making any withdrawals. Then he 
begins to withdraw small amounts. He 
times himself carefully, letting his orig- 
inal balance diminish slowly. When he 
considers that he has become sufficiently 
well-known to the bank employees, he 
deposits a check for $5,000 also drawn 
on a bank from another city. 




















He may inform the cashier that he will 
need cash for his new venture. He steps up 
his withdrawals to $100 or $200 each. All 
his previous checks have cleared. The teller 
assumes that everything is all right. 


* * * 


The awakening comes about ten days 
later when the $5,000 check bounces. An 
inspection of the records reveals that he 
has only $15 in his account. Jt pays to 
know your depositor! 


* * * 


ft pays also to provide protection for your 
customers’ checks by producing them on 
Hammermill Safety. For samples of this fine 
check paper, send a note on your bank 
letterhead to Hammermill Paper Company, 
1505 East Lake Road, Erie, Pennsylvania. 
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Large City Banks Influence 
Loan Rates In Smaller Cities 


The problem of low interest rates 
is one which has concerned us, like 
all bankers, for many years. In Kal- 


| amazoo, there are well over 50 com- 





panies which, for many years, have 
maintained Chicago, Detroit, or New 


| York banking connections. Because 


of the amount of their requirements 
when they are in the market for 
funds, they could not be entirely 
cared for locally. But, in most cases, 
we have been successful in persuad- 
ing them to give us our legal limit 
of their paper, obtaining the bal- 
ances in the centers. Obviously, we 
must meet outside rates in these 
cases. 

This practice, then, spreads to 
personal borrowings of the princi- 
pals, and, if they will let us carry 
their loans, we cannot expect them 
to pay us more interest than they 
vould in the money centers. 

Furthermore, many companies 
maintaining no outside balances are 
continually solicited for loans by 
banks in the centers, which places 
them in a strong “trading position” 
when they approach us. So, to ex- 


| pect higher rates from top-bracket 


credits under present conditions, is 
to expect water to run uphill. 
Our own approach to the problem 


| is to keep our eyes and ears open 
| and actively solicit desirable loans, 


| compensating 


in volume for the 
lower specific rates. My conclusion 
is: until money becomes worth its 
hire, this is the logical way for 
banks to build their income from 
loans and discounts. 

It is preferable from the stand- 
point of bank credit, to set up all 
‘oans on a liquidation program. We 
have always felt it desirable to have 
loans paid down as rapidly as con- 
venient, for the sake of the bor- 


| rower as well as ourselves. 


























the money back. 


























More Loans Without Sacrificing 
Sound Lending Policies 


Greater flexibility of loan operations and a tailoring of cloth 
to fit the form, can be accomplished without sacrificing sound 
lending policies. After all, the only basic requirement is to get 


Into that picture we must fit the lending service of the bank 
so that the greatest good may be accomplished for the cus- 
tomer so that not only will the loan be secure, but the customer 
will increase his prosperity, develop his business, and become 
even a better customer.— Hugh J. Bernard, vice president, 
Second National Bank, Houston, Texas. 





Like most banks, we are develop- 
ing a Small Loan Department, in 
which we seek to attract consumer 
credit and other loans of installment 
nature into the bank, away from 
finance companies. Here the rates 
are properly higher, and the bor- 
rower willingly pays them, as the 
cost is comfortably less than through 
other sources.—Dunlap C. Clark, 
president, The American National 
Bank of Kalamazoo, Michigan. 


The Auto Dealer Is One Of 
Our Best Customers 


The automobile dealer has made 
mass production possible by mass 
selling. He has contributed directly 
and indirectly to many other lines 
of business ranging from roadside 
hamburger stands to the great pe- 
troleum industry. He has contributed 
to the development of the steel 
business and agriculture. He has 
brought good roads to America and 
made America mobile. He has cre- 
ated millions of jobs and substan- 
tially increased our national income 
by the efficient distribution of auto- 
mobiles. 

Our obligation is not only to fi- 
nance the purchase of a car by an 
individual, but also to provide ade- 
quate credit to competent automo- 
bile dealers. The banks planning to 
make loans direct to the public to 
finance automobiles must remember 
that a retail sale cannot be financed 
until the dealer has sold the car. 
The automobile dealers will need 
hundreds of millions of dollars in 
credit for inventory and other pur- 
poses, and we have given our pledge 
to provide adequate credit to this 
important segment of small busi- 
ness.—Carl M. Flora, vice president, 
First Wisconsin National Bank, Mil- 
waukee, Wisconsin. 
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Emblem of the First National Bank of 
Kansas City, which appears as part 
of the surface design of its checks. 








































i ye ber eek 


Another leading bank using Hammermill Safety 


Today the First National Bank of Kansas City still operates under its 
original charter. Since 1886, without exception, its deposits have in- 
creased during depressions. After the bank holiday in 1933 it reopened 
with greater deposits than at the beginning of the holiday. 

We are proud that checks of this substantial, solidly built institution 


are on Hammermill Safety. (The sample check shown below is on 
straightline Hammermill Safety.) 


MANUFACTURED BY HAMMERMILL PAPER COMPANY, ERIE, PA FOUNDED 1898 ° 
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HE Union and New Haven Trust 

Company, New Haven, Connec- 
ticut, recently published the follow- 
ing list of misconceptions, which it 
believes many customers have re- 
garding banking, together with facts 
to correct each misconception. This 
list was mailed both to customers 
and prospects. 

It may be helpful to other banks 
who would like to have customers 
understand banking activities and 
principles better. The explanations, 
as we published them, are as fol- 
lows: 


Banking Hours 


1. Misconception: It must be won- 
derful to have “banking hours”— 
that is, work only from 9 to 3. 

The Fact: Work starts at The 
Trust Company at 8:30 A. M. After 
the bank closes at 3, from one to 
three hours are required to finish 
up. The staff theoretically operates 
on a 40-hour week, but actually not 
a month goes by without overtime; 
in a year, it will total hundreds of 
hours. Furthermore, many officers 
average nearer a 50-hour week than 
a 40-hour week. 


Directors 


2. Misconception: Bank directors 
are picked primarily for their means 
and the business they control and 
can bring to the bank. 

The Fact: While bank directors 
are naturally expected to bring all 
the business to their bank that they 
properly can, they are selected pri- 
marily for their character, their 
standing in the community, and 
what they can contribute in the 
way of helpful counsel and special- 
ized knowledge. 
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We Explained 20 Banking Subjects 


Misunderstood By Most Customers 
— And Customers Showed Their Appreciation 


This bank’s experience in explaining banking is encourage- 
ment and help to others who realize that customers deserve 
an explanation of many things they have not understood. 


By HENRY P. BRIGHTWELL, JR. 


New Business & Advertising Department, The Union 
& New Haven Trust Co., New Haven, N. J. 


Sate Deposits 


3. Misconception: The bank has a 
“master key” which will permit it 
to enter a renter’s safe deposit box 
without using his key or obtaining 
his permission. 

The Fact: There is no “master 
key” to safe deposit boxes. The vault 
attendant has a “guard key” which, 
together with the renter’s key, will 


open the box. Neither key alone 
will open the box. 


4. Misconception: Anyone pre- 
senting a key to a safe deposit box 
in our vault is thereby entitled to 
enter the box—for example, a friend 
or member of the family when the 
box renter cannot himself come to 
the bank. 

The Fact: Only the person who 
rented the box, or his duly author- 


The 20 Misunderstandings 
Corrected For Customers 


. A bank has a master key which will open any safe deposit 


box; 


. People work in banks only from 9 to 3; 
. Directors are picked primarily for their means and the 


business they control; 


. Anyone with a key to a safe deposit box can enter the box; 
. Examinations are to prevent defalcations; 

. Banks make service charges to increase income; 

. Banks are making exorbitant profits; 

. Anyone with a good character is entitled to a bank loan; 
. Bank officers have unlimited authority; 

. Anyone in a bank can take care of any banking service; 
. Bank tellers must pay shortages out of their own pocket; 
. Banks ought to cash any check without question; 

. A government check is as good as currency; 

. Banks are paid for selling War Bonds; 

. Bank directors’ jobs are honorary; 

. Banks are public institutions; 

. If a person maintains a certain balance, he will not be 


charged for service; 


. If a certified check is not used, it may be destroyed; 

. Banks do not welcome small checking accounts; 

. The insurance coverage of Federal Deposit Insurance Cor- 
poration is paid for by the government. 
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ized ieputy, may enter the box, and 
onl; after being identified. 


Defalcations 


5. Misconception: Banks are ex- 
amined regularly to make sure de- 
falcations are not occurring. 

The Fact: Bank examiners are 
primarily interested in bank poli- 
cies—in seeing that the bank oper- 
ates within the law, efficiently, and 
with good judgment. A bank is pro- 
tected against loss from defalcations 
by bonding and insurance. 


Service Charges 


6. Misconception: Banks gener- 
ally instituted service charges on 
checking accounts primarily to in- 
crease income, 

The Fact: Within the past gener- 
ation, the activity of checking ac- 
counts has increased many times 
over, while income from loans and 
investments has sharply decreased. 
Service charges were theretore in- 
stituted primarily to enable banks 
to recover the cost of services ren- 
dered. 


Bank Profits 


7. Misconception: Banks are mak- 
ing exorbitant profits. 

The Fact: Bank earnings have 
improved recently in comparison 
with the substandard earnings prev- 
alent a decade ago, and are still far 
below those obtained in the nine- 
teen-twenties. Bank dividends to 
stockholders have also remained 
low to moderate because, with de- 
posits expanding, it has seemed wise 
to use earnings to build up surplus 
and reserves to protect depositors. 


Character Loans 


8. Misconception: Anyone of good 
character is entitled thereby to a 
loan from a bank, and that to refuse 
a loan sought on the basis of good 
character alone is to question the 
applicant’s character. 

The Fact: Character and earning 
power, ability to repay as well as 
willingness to repay are fundamen- 
tal requirements of all bank loans, 
whether to individuals or corpora- 
tions. Unless the prospective bor- 
rower is able to repay a loan, he is 
in effect asking for a gift, not a loan. 


Officers’ Authority 


9. Misconception: Bank officers 
have almost unlimited authority in 
dealing with customers, making 
loans, and so on. 

The Fact: The authority, respon- 
sibilities, and duties of bank officers 
are governed by: 1. The banking 
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While in Chicago, Visit 
The First National Bank 


A hearty welcome is assured members 
of The American Bankers Association. 


We look forward with pleasure to 
the time of the convention and to the 
renewal of those personal contacts 
we have enjoyed for so many years. 


Edward E. Brown, Chairman 


James B. Forgan, Vice-Chairman 


Harold V. Amberg, Vice-President 
Hugo A. Anderson, Vice-President 


Bentley G. McCloud, President 


Irvin L. Porter, Vice-President 
Walter M. Heymann, Vice-President 


Homer J. Livingston, Vice-President Herbert P. Snyder, Vice-President 


BANKs AND Bankers DivisIon 


John J. Anton, 
Thomas J. Nugent, 
Harold W. Lewis, 
Melvin H. Thies, 
Verne L. Bartling, 
Charles F. Newhall, 
Edward Decker, 

C. Guy Willard, 


Vice-President 
Vice-President 

Assistant Vice-President 
Assistant Vice-President 
Assistant Vice-President 
Assistant Cashier 
Assistant Cashier 
Assistant Cashier 


The First National Bank 
of Chicago 


Building With Chicego and the Nation Since 1863 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


law, 2. The bank’s by-laws, and 3. 
The Board of Directors. All acts of 
officers, particularly those relating 
to loans and to purchases and sales 
of securities, are passed upon or 
approved by special committees, and 
in addition, are specifically reported 
to and approved by the directors. 

10. Misconception: If you want 
something in a bank almost anyone 
you may speak to can take care of 
you. 

The Fact: Banking has become so 
highly specialized that scarcely any 
one person in a bank knows al] the 
answers. Therefore, ask to see the 
person who specializes in what you 


want to know about. Our staff will 
gladly refer you to the right person. 


Teller Differences 


11. Misconception: If a bank teller 
makes a mistake and has a shortage, 
he must make it up out of his own 
pocket. 

The Fact: Tellers’ mistakes, called 
“differences,” work both ways— 
sometimes against the bank, some- 
times in its favor, and tend to aver- 
age out. The teller does not have to 
make good when he is “short” any 
more than he is entitled to pocket 
anything when he is “over.” How- 
ever, it hurts a teller’s record and 
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standing with the bank to have fre- 
quent differences. 


Check Cashing 


12. Misconception: A bank ought 
to cash without question any check 
on any bank. 

The Fact: A bank has a duty to 
cash only the checks drawn by its 
own customers—after proper iden- 
tification, of course. However, banks 
cash checks on other banks as a 
matter of accommodation when sat- 
isfied as to the identity of the person 
presenting the check and that the 


check will be honored by the bank 
it is drawn on. 


13. Misconception: A government 
check is as good as government cur- 
rency and therefore, should be ac- 
cepted by a bank just as readily, 
and cashed without identification. 

The Fact: Government currency 
passes without identification of the 
holder because it is “legal tender.” 
Government checks are not legal 
tender. 


War Bond Sales 


14. Misconception: Banks are paid 





Wise parents take this precaution 





Expres? 


) There’s no better protection for the travel funds of 
college and boarding school students than American 


Express Travelers Cheques, For emergency use during 


the term, too, they provide complete safety. 


Many bankers find it helpful to obtain lists of students going 
away to school and college, from their local schools. Then a 
brief note or a word to the parents when they call at the bank, 


can result in extra sales of these convenient, reliable cheques. 


Magazine and newspaper advertising regularly supports the 
sales of American Express Travelers Cheques. To tie in with it, a 
wide choice of newspaper mats is available. Write for the folder 
illustrating them and for any information you may need, to 
W. H. Stetser, Vice President, American Express Co., 65 Broad- 


way, New York 6, N. Y. 


AMERICAN EXPRESS 


Travelers Cheques 
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for helping sell War Bonds, but are 
not paid for their War Bond re- 
demption service. 

The Fact: Exactly the contrary is 
true in both cases. 


Directors 


15. Misconception: Bank direc- 
tors’ jobs are largely honorary, in- 
volving little actual work for large 
directors’ fees. 

The Fact: In addition to serving 
on the Board as a whole, directors 
serve on committees which require 
special knowledge of credits, audit- 
ing, real estate investments, and so 
on. For this work, fees are nominal. 








What Customers Said To 

Show Their Appreciation 

All of the comments received 
were uniformly favorable. 

A depositor said, “You should 
have published this a year ago 
before I destroyed a certified 
check which I did not use.” 

From a Public Utilities General 
Manager, “Your April issue of 
the Journal should be especi- 
ally helpful if you can get it 
into the hands of those who 
have not sufficient business 
experience or common sense, 
not to listen to idle talk.” 

From a merchant, “Facts like 
these are what banks should 
give the public more of.” 

From a bank President, “This is 
one of the best pieces of bank 
publicity I ever saw.” 








Bank Ownership 


16. Misconception: 
“public institutions.” 

The Fact: Banks are privately 
owned corporations belonging to 
their stockholders, operate under 
state or federal charter and super- 
vision, and are primarily designed 
to serve their customers, although 
because of their nature they are 
called upon to perform many pub- 
lic services. 


Banks are 


Service Charges 


17. Misconception: If a _ person 
maintains a given balance in his 
checking account, he will not be 
charged for service rendered. 

The Fact: When the customer’s 
balance fails to earn the cost of 
service rendered, the account will 
become subject to a service charge, 
regardless of the size of the balance 
maintained. 
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Certified Checks 


18. Misconception: If a person 
gets a certified check or a treasurer's 
check to use in completing a trans- 
action of some sort, and the transac- 
tion is not completed, it is all right 
to destroy these checks, 

The Fact: Those checks are good 
for the amount written on them 
because a certified check is charged 
against the customers’ account and 
a treasurer’s check is bought with 
cash or a check. Therefore, present 
such unused check for recovery of 
the money paid for them. 


Small Accounts 


19. Misconception: Banks don’t 
welcome small checking accounts 
and won’t make loans as small as 
$100 to the average man or woman. 

The Fact: The opposite is true. 


F.D.I.C. Costs 


20. Misconception: The insurance 
coverage of the Federal Deposit In- 
surance Corporation is paid for by 
the government. 

The Fact: Your bank pays for this 
insurance. In 1945, it cost The Trust 
Company, approximately $26,000. 


How To Determine Profits 
On FHA Loans 


The yield on FHA Title I paper is 
over 8% per annum. Before you say 
that you can make money at this 
rate, you must consider the dollar 
income per deal. The secret of 
profits in consumer credit is to have 
sufficient income in dollars from 
each deal to pay the handling costs 
of the deal and provide a margin of 
om. The FHA yield is in excess of 
8% per annum and the gross dollar 
charge, including insurance pre- 
mium, is $5.26 per $100 for 12 
months. 

If all FHA Title I deals were pay- 
able in 12 months and averaged only 
$100, you wouldn’t make any money 
even with a yield of over 8%. The 
fact is, however, that most of the 
deals are from $300 to $500 and the 
home owner usually takes from 18 
to 36 months to pay. Your dollar 
charge per deal will average from 
$30 to $75. Money can be made in 
consumer credit at these figures. 

Just how much money is made, 
however, depends on the operating 
costs. In the case of my own bank, 
we estimate that we net on FHA 
Title I paper about 4% simple in- 
terest on the funds employed after 
paying all direct expenses such as 
salaries of the salesmen and em- 
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ployees handling the paper, together 
with the rent for the space used, 
telephone, travel, printing, and 
credit report expenses. 

We do not include overhead items, 
such as any part of the cost of our 
personnel or purchasing divisions or 
such items as the annual retainer 
fee paid to the bank’s attorneys. 
Based on our experience, therefore, 
direct expenses average one-half of 
the gross income from the paper so 
that we have a return of about 4% 
per annum simple interest which we 
believe to be very good in these days 





of low interest rates—Kenneth R. 
Wells, assistant vice president, 
American National Bank and Trust 
Co., Chicago, IIl. 

A little time spent on the design 
of new forms and in checking the 
design of old forms before they are 
reprinted is well worthwhile. The 
biggest savings will be in saving of 
clerical time rather than in printing 
costs, although a saving in both 
should Edward F. Lyle, 
comptroller, City National Bank and 
Trust Company, Kansas City, Mo. 





YOURSELF A 
PIECE 
OF PROFIT 


Don’t be bashful. It’s first come first 
served in the consumer credit pie, as it 
is in any profitable commercial field. 





There are lots of rich profits being baked 
into that pie now as the nation prepares 
for its first real postwar merchandising 
boom. Naturally the banks that establish 
their consumer credit departments soon- 
est and in the most efficient and service- 
able manner are going to get the largest 
portions. 


One of the services we offer our corre- 
spondent banks is the experience we 
have obtained in 33 years of pioneering 
this field. Our know-how enables them 
to set up and operate their installment 
finance departments without delay or 
costly mistakes. 


Resources Over $60,000,000 





NINTH AND WASHINGTON - ‘ST. LOUIS “ Mo. 
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Bond Records And Audit 
Procedure 


We have the following general 
ledger accounts: 

U. S. Treasury notes and cer- 
tificates 

U. S. Bonds 

Municipal bonds 

Corporate bonds. 

The detail for each of these ac- 
counts can be obtained from either 
our bond ledger or our bond reg- 
ister. 

From the bond ledger, informa- 
tion concerning each issue, the in- 
terest rate, coupon dates, issue date, 
due date, optional date, where pay- 
able, purchased from, sold to, cost, 
amortization, par value, book value, 
selling price, and the profit or loss 
may be obtained. The back of the 
ledger sheet is drawn so that a com- 
plete record of interest received can 
be kept. 

Our bond register duplicates most 
of the information contained on the 
bond ledger and in addition, shows 
the bond numbers, where held, and 
the purpose for which held. A sep- 
arate sheet is used for each maturity 
date and for each block purchased. 
Bonds maturing on the same date 
might be purchased from several 
sellers at different prices and on 
different dates. We would, there- 
fore, set up a new bond register 
sheet for each transaction even 
though the maturity date is the 
same. 

The bond register sheets can ke 
sorted accorcing to place held, prr- 


pose for which held, maturity dates, 
or any number of other segrega- 
tions. This sheet also contains all of 
the information necessary for the 
preparation of income tax returns. 

About the 10th of each month, we 
balance the ledger and register 
against the general ledger accounts 
and at that time, prepare lists of 
interest coming due and bonds ma- 
turing on the 15th of the current 
month and the first of the following 
month. 

Coupons and bonds held at this 
bank are sent out for redemption a 
few days before their due date. 
Coupons and bonds held elsewhere 
for safekeeping are usually collected 
and credited with advice to us. 

Bonds held elsewhere for safe- 
keeping are verified by correspond- 
ence at least twice a year by the 
auditor, twice a year by the Na- 
tional Bank Examiners and usually 
four times a year by our corre- 
spondent banks’ auditors and exam- 
iners. Bonds on hand are examined 
and proved at least once a month 
by the auditor on various dates. We 
feel that these verifications give us 
a very good check on our invest- 
ment bonds. 

At the end of each month, our 
“interest received” account on the 
general ledger is analyzed and 
proved. If the interest credited from 
coupons does not agree with the list 
which was prepared on the 10th of 
the month, we investigate immedi- 
ately to determine if an error has 
been made.—D. Mahoney, auditor, 
The Stock Growers National Bank, 
“hoye-ne, Wyoniing, 


anmiugl - - - 
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Check the amount of your insurance against the present 
cost of reproducing your property. Construction costs are 
increasing and there is danger that you are underinsured. 
It costs less to transfer your risk to an insurance company 
than it does to assume the burden of a loss. 


THE PHOENIX INSURANCE COMPANY 
Hartford 15, Conn. 


The Connecticut Fire Ins. Co. 
Hartford, 15, Conn. 


Atlantic Fire Insurance Company 
Raleigh, North Carolina 


Great Eastern Fire Insurance Co. 
White Plains, N. Y. 


Equitable Fire & Marine Ins. Co. 


Providence 3, R. I. 
The Central Srates Fire Ins. Co. 
Wichita 2, Kansas 


Minneapolis F. & M. Ins. Co. 
Minneapolis 2, Minn. 


Reliance Insurance Company of Canada 
Montreal 1, Canada 


Names 


It has been said, and truly so ° 
believe, that the sweetest sound 
any language is the sound of .. 
person’s own name, 

Many of the most successfui! 
banks believe that this is so impor- 
tant that it is a policy with them 
that all officers and employees cai! 
people by name whenever possible. 

Those of us who work in the bank 
are apt to become so accustomed to 
our business “home” that many of 
us assume that everyone who comes 
into the bank feels as much at hom: 
here as we do... but that isn’t so 
A great many people when the, 
come into the bank, don’t feel at 
home at all. Many of them actually 
feel ill at ease, just as we do when 
we walk into a strange office. 

Now if we were entertaining peo- 
ple in our homes, we wouldn’t want 
anyone to feel uncomfortable or out 
of place. Indeed, if we were a good 
host or hostess, we’d do our best to 
see to it that everyone received 
attention and enjoyed himself or 
herself and would want to come 
again. It should be just the same in 
the bank. 

This is our business home. Every 
business day we are, each and 
everyone of us, hosts and hostesses 
to the people who come into the 
bank. The only reason we're here is 
because these people have chosen to 
do business. .with us. We want to 
treat them so well that they will 
never have a desire to do their 
banking business anywhere else. 

One of the best ways to do this is 
to make everyone who comes into 
the bank “feel at home.” One of the 
best ways we can make them feel at 
home is to call them by name. It is 
quite the highest compliment we 
can pay them. 

Let’s all adopt the “name policy” 
at First National.—The Teller, First 
National Bank, Madison, Wis. 


Local Bond Financing 
Yields Good Returns 


The local banker can keep the 
choice financing of local enterprises 
within his community and _ profit 
substantially thereby, if he will fol- 
low the same procedure in analyzing 
the risk as does a metropolitan in- 
vestment banker. There is usually a 
higher yield on local issues because 
metropolitan investment bankers 
cannot afford to handle small issues 
except at almost prohibitive costs. 
This makes bond issues of village, 
township, or county’ important 
sources of investments for banks. 
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A Court Order Is Not Always | 
ligt: Proper Authority To Open | : 


or Safe Deposit Boxes | 

eee It is known that unauthorized ac- 

oommhay cesses have been granted upon im- | 

mpor~- proper court orders. Strange as it | . 


ther may seem, some safe deposit men | F 
"S Ca and bankers think that because a DORS| 
ssible. court issues an order, it follows that z ast 
bank the court had authority to issue the | ae mfr) 
ned to order and that it is in proper form. | ing Si HY 
— Insofar as the safe deposit busi- | Poh ee M6 sow et noth ee | 
ee ness is concerned, the reverse is true yiny ee 5 OF OAUst Se | 
hom: at least 50% of the time and I | ' an eos 
n't so strongly urge that all court orders, pe 22 ‘HAM 
they other than the ordinary Will Search 
Pel “2 Orders with which we are all famil- 
tually iar, be referred to counsel before 
when being acted upon. Not to do so seems 
; to me to be a penny wise pound 
si ei foolish policy. I cite one case: 
va oak The safe deposit company permit- 
good ted a police captain, having a search 
at te warrant, to break open a safe de- 
reir posit box. While it protested formal- 
gene ly, none of the company’s officers 
pera asked to see the warrant, or inform 
asin ‘hi themselves in regard to its contents 
or took any means to ascertain 
ict whether the contents of the box or ; ra we eth on eat oO 
niet, any part of it was called for by the ANY 8 Ge ive eae we : 
ae process under which the police as- pos = naam 
— sumed to take possession of the , = “eu wach id 
a the property. ! cmt = = os 
— They made no attempt to notify 
ent to the renter and were negligent in | 
nt to other ways. If they had consulted an 
| will attorney, things might have been 
hog different. As it was, the loss forced 
his is psd pst pd out of business. One ERE is the only machine of its kind that can be used in all 
; into pr F , check handling operations. Easily portable, it may be used for 
of the When property, in the custody of straight endorsing or cancelling, in conjunction with adding or 
eel at phy ae ee oe mere nge posting machines, or in combination with check microfilming ma- 
. It is padi ppd ersaet ny dite of the chines. And, endorsements may be positioned anywhere on the check 
it we at deposit company to ascertain to prevent obliteration of prior endorsements! 
: whether the process is such as re- The Endorsograph endorses or cancels from 165 to 225 checks a 
dlicy” quires him to surrender it; if it is minute, yet its printing is always clear ‘and uniform. It stacks checks 
First not. it is the company’s right oad in sequence. It has easily interchangeable operating units. It is 
duty - cin ts aeniie te equipped with built-in, wheel-type date unit and numeral wheels 
property; also to offer such resist- for batch identification. 
ance to the taking and to adopt such Only Endorsograph gives complete check endorsing service. Call 
measures to reclaiming it if taken as your CC specialist for a demonstration. 
prudence demands. 
> the “While a safe deposit company SEND FOR NEW FOLDER. In it you will find further in- 
oT 1SES may excuse itself for permitting the formation concerning the many exclusive advantages of 
4 ney property of the customer to be taken the Endorsograph. Address Department BM-96. 
; under a valid legal process, the com- 
yung pany will be held for negligence - etilaineiadiailines 
Mae where it allows the property to pass pettes ‘aaa “lees 
ves a into the hands of trespassers with a 
ause 


faulty writ of attachment.—Roswell MAKERS OF USPM METERED MAIL 


vem D. Regan, vice president, National MMERCIAL SYSTEMS AND MARROOM EQUIPMENT 

reo City Safe Deposit Co., New York. J 

costs, Ny TRO LS ENDORSOGRAPH DIVISION 
Savings accounts are often closed 


llage, 

rtant ; ; j - 

oon because there is no special desire for OT @) 54 51 O) 5-4 BLO). Rochester 2,New York 
sac the future use of the money Sales and Service Offices in Principal Cities 
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Charge Large Depositors 
Regardless Of Balance 


This bank president gives reasons why earnings credits to 
favor large depositors are not fair to the bank. His expe- 
rience is that officers of large concerns are bewildered, 
rather than pleased with earnings credit schedules. 


HERE are some bankers who 

frown on charging for checks 
written on accounts where balances 
are substantial. 

Some make no charge on accounts 
where the minimum balance does 
not fall below $2,500—others below 
$5,000. Their argument is that the 
bank makes money on this large 
balance and none on the small bal- 
ance. 

Let’s examine that theory. Quite 
a few bankers figure that checking 
accounts cost the bank nothing. 
Others figure that, on the larger 
balances, they make sufficient mon- 
ey through use of the funds to pay 
all costs plus a profit to the bank. 

All bankers will agree that the 
greater part of the cost of operating 
a bank is in the handling of check- 
ing accounts. Cost experts tell us 
that the actual average cost will 
run 142% of the balance. 

Your customers with the larger 
balances can reduce your deposit 
total very rapidly. Large deposits 
require you to maintain correspond- 
ingly large cash reserves, so you 
have less money than you think to 
loan or invest in bonds against these 
accounts. 

Actually, for most large deposi- 
tors, we are collecting their checks 
deposited with us and providing a 
valuable safekeeping service, sub- 
ject to uncertain and probably early 
withdrawal, which eliminates much 
of the earning possibilities from the 
larger balances. 

Even at the best, we must guard 
against demands for large with- 


By E. W. ROSSITER 


President, Bank of Hartington, 
Hartington, Nebraska 


drawals by investing a greater part 
of large balances in low-rate, short- 
term government securities—mostly 
the 744% variety. Assuming for the 
sake of argument, a bank keeps its 
funds invested to the maximum and 
you are able to obtain an average 
yield of 1% on government securi- 
ties, you still have not realized the 
142% which experts say demand 
deposit cost the bank to service. 

Your depositors with the large 
balances would still owe you one- 
half of 1% to help pay the cost of 
handling checks, deposits, and FDIC 
insurance—their pro-rata share of 
the operating and overhead costs of 
the bank, 

We believe that many of us “pun- 
ish” ourselves by feeling we owe 
too much to the large depositor and 
we handicap ourselves by being on 
the defensive when this question 
comes up. 

Actually, by and large, it is your 
small, average depositor, the cus- 
tomer who must occasionally bor- 
row some money and who writes a 
number of checks each month—he 
is the fellow who makes you the 
money. The customer with the large 
balance contributes correspondingly 
little to the maintenance of your 
institution. And, when and if trou- 
ble ever comes again to our banks, 
he is the boy who will run for cover 
and cause your difficulties. 


Let’s give the big depositor full 
credit for all he is entitled to, but 
let him pay his share of maintain- 
ing the bank. He is probably bene- 
fiting in proportion to his balance 
and should pay in the same propor- 
tion for his benefits. 

Without meaning to criticize any 
other system, we just want to ob- 
serve that we can see little merit 
and considerably more work in 
making a charge of, say, four 
cents per check, and then allowing 
a credit of 10 cents per $100 of 
minimum balance, and maybe add- 
ing on a maintenance charge of 25 
cents or 50 cents, when you could 
get the same results with a lot less 
time and energy by just charging 
three cents per check to everyone. 

Our per-check charge is posted 
daily with the checks. The flick of 
the 3-cent key, or multiple thereof 
if more than one check, takes a 
fraction of a second and the charge 
is posted. Our ledger is divided into 
three sections with statements for 
each section going out the 10th, 
20th, and the last day of the month. 

We are not kidding the depositor 
by giving credits and then making 
a higher per check charge to offset 
the credits. After all, he is only 
interested in the net cost so why 
not make it the net cost—just one 
debit and no credits and no figuring. 

Then, too, there is another angle 
which seems to us is just unexplain- 
able: With the larger balances, 
there are many times when the 
total credits exceed the total 
charges, but the depositor doesn’t 


We are not kidding the depositor by giving credits and then making a 
higher charge per check to offset the credits. After all, he is only interested in 
the net cost so why not make it the net cost—just one debit and no credits 


and no figuring. 
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Why Large Deposits Do Not Offset Activity Charges 


1. Actually, for most large depositors, we are collecting their 
checks deposited with us and providing a valuable safekeeping 
service, subject to uncertain and probably early withdrawal, 
which eliminates much of the earning possibilities from the 
larger balances. 


2. Even at the best, we must guard against demands for large 
withdrawals by investing a greater part of large balances in low- 
rate, short-term government securities—mostly the 7% variety. 


3. Assuming for the sake of argument, a bank keeps its funds 
invested to the maximum and you are able to obtain an average 
yield of 1% on government securities, you still have not realized 
the 114% which experts say demand deposits cost the bank to 


4. Only bank personnel having a 
thorough knowledge of the bank, its 
services and its policies are em- 
ployed for active outside solicita- 
tion. 

5. New business programs em- 
phasize the developing of new busi- 
ness from present customers and 
increased use of present facilities of 
the bank. 

6. Selective selling as to type of 
customers, service and territory. 
Low unit acquisition cost. 

7. Advertising program co-ordi- 
nated with new business program. 

8. Bank services fully merchan- 
dised. 
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1. Costs of services accurately 
known and regulated by the opera- 
tion of a scientific cost system. 

2. New business program based 
on research and analysis. 

3. All staff members have a 
thorough knowledge of the bank, its 
officers, directors and its services 
and are encouraged to promote new 
business or increased use of present 
facilities. 
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investment for supplies or advertising material 
and service. 


BANKERS DEVELOPMENT CORPORATION 


31 Nassau Street, New York 5, N. Y. Rector 2-7580 
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MISSISSIPPI VALLEY 
TRUST COMPANY 


Broadway and Olive 
ST. LOUIS 2, MISSOURI 


Statement of Condition, June 29, 1946 


RESOURCES 


U.S. Government Securities 


$ 53,349,161.43 
95,930,546.78 


(Including those pledged $57,774,429.33) 


Other Bonds and Securities 
Federal Reserve Bank Stock 


Loans and Discounts....... 
Customers’ a on —_ inces and 


Letters of Credit. . 
Real Estate. . 


Accrued Earnings Receiv: able (Net). oe 
PUG shies ice ceecccss 


Other Resources 


10,784,352.85 
300,000.00 
70,018,519.31 


979,672.53 
424,182.69 
484,634.81 
40,098.23 
42,993.41 
$232,354,162.04 


LIABILITIES 


NUN 6 isc OS aminvice esac 
Surplus and Undivided Profits 


Pe eee S EE $ 6,000,000.00 


6,300,852.28 


Accrued Interest, Expenses and Taxes 


Payable (Net) and Other Reserves 
Acceptances and Letters of Credit 


Other Liabilities 
Deposits: 
U. S. Government and 
other Public Funds. 
Other Deposits.......... 


1,255,632.51 
979,672.53 
131,355.05 


-$ 35,452,321.48 
182,234,328.19 


217,686,649.67 
$232,354, 162.04 


MISSISSIPPI 


Member Federal 
Deposit Insurance 
Cor poration 


SS NNMAL LMA 


on volume and not on soliciting 
business with higher profit margin. 


7. Institutional advertising. 


The Retrogressive Bank 


1. No cost system. 


2. Knowledge of 
bank services limited. 


markets and 


3. New business activities dele- 
gated to officers, 

4. New business solicited on the 
basis of volume resulting in high 
unit acquisition cost. 

5. Advertising not spotted or se- 
lected to produce definite results. 
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6. Does not realize that new busi- 
ness is a merchandising problem 
—From a Management Rating Chart for 


Banks distributed by Marshall Corns and 
Company, Inc., 39 S. LaSalle St., Chicago. 


Bank Of America Term 
Loans Aid Small Business 
According to figures recently 
made available by the Bank of 
America, enterprises in the well 
publicized “small business” catego- 
ries are finding their financial needs 
well taken care of through private 
enterprise banking in California. 


Last year the bank suppleme: ted 
its many lending services with 
“Term Loan” plan which prov: 
capital funds in the small busine 
field. It is now stated that in ¢ 
first 12 months under this plan, 
bank has made 3,750 loans of $10, 
000 or less for an aggregate 
$14,211,389, an average of $3, 
per loan. 


Capital loans have been made in 
84 different types of business activ- 
ity and were either for expanding or 
rehabilitating existing enterprises 
or for aid in starting new ones. One 
recent case was a small independent 
rural manual telephone _ system 
which had badly deteriorated; the 
loan will make possible a greatly 
improved service and, eventually, 
the installation of a modern dial 
system. Most loans are for essential 
types of businesses and services, 
although there is a sprinkling of 
new and imaginative enterprises 
among them. A “hobby center” in a 
residential suburb is one of these. 


Customers Like Service 
Charges Better Than 
Exchange 


Par clearance has greatly in- 
creased banking services. It appears 
that our customers are rather well 
satisfied with service charges rather 
than exchange on checks. We did 
lose some business when we were a 
non-par bank because customers 
were requested by the wholesaler 
to forward bank drafts rather than 
their own checks. 


There were also other complaints 
as to amount of charge and the cus- 
tomer did not know exactly where 
he was at any time when he did 
write checks especially when in 
amounts in excess of $1,000. 


Many banks had no system as to 
exchange charges and for the same 
item of $1,000 they made different 
charges depending upon whether or 
not their profits were running high 
or low. The non-par banker is still 
creating trouble for the par banker 
and it is the writer’s opinion that 
there is only one remedy and that is 
to charge heavily on checks that 
originate in non-par banks. 


It is better for the whole banking 
system to have service charges 
rather than exchange charges. You 
can readily explain the service 
charge, but it is difficult to explain 
to a customer why a charge of $2.30 
is made against a check for $1,675.— 
R. G. Tiegs, cashier, Farmers and 
Merchants Bank, Tomah, Wisconsin. 
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Liability Remains Despite 
Depositors’ Inability 
To Recognize Forgery 


Often forgeries are so expertly 
done that even the depositor him- 
self is uncertain whether or not the 
signature in question is of his own 
making. Assuming that such a case 
occurred in your bank, what liabil- 
ity would you incur by paying that 
forgery? 

Paton’s Digest, Volume II Chap- 
ter 7 Section 1, subsection 1, an- 
swers this question by citing the 
following opinion: 

“Because a commercial bank has 
an absolute duty to know its deposi- 
tor’s signature, it must bear the loss 
as to any checks found to be forged, 
even though the bank was not negli- 
gent, and even though the forgery 
is so skillful as to deceive the de- 
positor. The question whether the 
check is forged can be ultimately 
determined only by a judge or jury, 
upon all the evidence, including the 
testimony of the depositor and 
handwriting experts.” 


Seven Ideas For Display 
Cards Advertising Savings 


1. Savings accounts are the foun- 
dation stones of success. 

2. A savings account is protec- 
tion against unforeseen reverses. 

3. Most big opportunities carry 
price tags. 

4. A savings account will enable 
you to reach any goal which re- 
quires a definite sum of money. 

5. Few things give the satisfac- 
tion of a well-built savings reserve. 

6. A savings account is one in- 
vestment always worth 100 cents 
on the dollar—always available. 

7. A savings account is the key 
which unlocks the door to oppor- 
tunity. 


6% On Commercial Loans 
In lowa 


We are out after real estate loans 
throughout our community at 4% 
rate, trying to compete with the 
Federal Land Bank. We have been 
rather successful in this venture. 
The majority of our residents would 
rather have us take care of their 
farm loans, expediting matters for 
them, when their interest and pay- 
ment come due. 

We are getting 6% on all other 
loans except short time feeder loans, 
vhich we make at 5%. 

All in all, we have been able to 
keep our loans fairly well up in 
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spite of the fact everybody 1s pay- 
ing off and reducing. 

We intend to push this real estate 
loan effort to the limit and feel that 
50% equity on these farm loans will 
be a pretty sure thing.—Eber V. 
Flint, cashier, Andrew Savings 
Bank, Andrew, Iowa. 


The banks of America are the only 
businesses which are selling their 
products and services at a lower 
price than the consumer paid for 
them in 1935.—H. N. Thomson, 
president, State Bank Division, 
American Bankers Association, 


Hundied a month Hau 


Bankers Monthly Quiz 
Appreciated In The Fed. 


May I congratulate you on the 
Picture Quiz. It is a lively feature 
and one which bank publications 
elsewhere could copy with profit. It 
has distinct mass appeal and its 
educational value is enhanced by 
your knack of sugar-coating bits of 
book-larnin’ in a way that makes 
certain they will be consumed and 
probably digested.—Larry Landis, 
staff specialist, Federal Reserve 
Bank, Clevelantl, Ohio 


HOME OLA 
1S ACCEPTED NATIONALLY 


BY F.H.A. 


Many Hundreds monthly this fall 


G. I. families from New England to California are moving into com- 
fortable, pleasant Home Ola homes at a rapidly increasing rate. 
Since March, 1946, four great plants have swung into production, 
shipping manufactured homes to retail lumber dealers faster than 


any other manufacturer ! 


Home Ola is a complete “‘manufactured” home. All parts, factory 
finished, and complete equipment deliver at the owner’s lot for as 
little as $3,500. Home Ola is sold by local dealers from coast to 
coast, and is financed locally. It can be erected by the owner with or 
without the dealer’s help—basement is optional. This home meets and 
usually exceeds all National Bureau of Standards specifications, and 

has been accepted nationally by FHA. Home Ola 
is a permanent home —an excellent mortgage risk. 

Write for literature on Model No. 11 today. The 
Home-Ola Corporation, Dept.BM,9 S. Clinton St., 


Chicago 6, Ill. 


| CHICAGO, PORTLAND, LOS ANGELES, DENVER 
| KANSAS CITY, NEW YORK AND WASHINGTON 
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The president of a small corpora- 
tion recently provided Bankers 
Monthly with information as to 
what it would have cost him to 
handle his financial transactions 
with post office money orders. He 
used the regular schedule of fees 
provided by the post office and dis- 
covered that the 82 checks which he 
wrote during a certain month would 
have cost him $23.40 if he had 
bought post office money orders, In- 
stead of buying money orders, he 
transacted his business at the bank 
and the bank charged him $17. 










The Bank Charged $17 — Money Orders 
Would Have Cost $23.40 


He paid two bills for which money 
orders would have cost six cents 
each; one which would have cost 
eight cents—all the others cost 
more. One would have cost $3.08; 
another, $3.30! Imagine a bank 
charging $3 for one check! 

At this rate, the 82 money orders 
would have averaged 28.5 cents 
each, while the average per-check 
charge made by the bank was 20.7 
cents with the other services thrown 
in. 

The question arises: Which fig- 
ures are the value of the checking 


HAMMERMILL 


SAVE YOU TIME AND MONEY! 


Reduce feed costs and increase livestock profits 
—grind your own feeds. It saves time and money 
and you have easily digestible feed for your live- 
stock at all times. 


Offered in both 10 and 131% inch sizes, 
MM Hammernmiills give you high capacity 
grinding of feed and roughage of all 
kinds at low cost! For example, the new 
131% inch MM mill has a capacity of from 
3,000 to 10,000 pounds of shelled corn 


per hour. It takes but 15 H.P. to run, yet will 
stand the gaff of 75 H.P. and grind a volume in 
proportion to power used. Thus it is adaptable 
for either custom or commercial grinding. 
Efficiently operated by tractor or engine power. 

Top quality construction for big capacity 


and safe operation. MM Hammermills lead the 
field in many ways. Heavy all-welded boiler plate steel 





body and rotor chamber. Only a few moving parts. The 
5 blade slinger-type fan and Rockwood pulley are firmly 
keyed and balanced on heavy duty drive shaft. 


ENDURANCE... LONG LIFE 


Acme soft center steel hammer tips with 4 carburized 
grinding edges are reversible for longer life. High 
carbon steel screens available with a wide variety of 
perforations. Rotor revolves on high grade anti-friction 
bearings sealed inside and out against dust and dirt. 
Extra large feed collector. Ask your MM dealer or write 
for more information about these trouble-free low cost 
MM Hammermills. 






























MINNEAPOLIS-MOLINE 


POWER IMPLEMENT COMPANY 


MINNEAPOLIS 1, MINNESOTA, U.S.A 












account to this customer? 

Is it worth $23.40, which is what 
it would have cost him if he had no 
checking account? 

Is it worth $17, which is what 
the bank charged? 

Or, is it worth $6.40, which is the 
difference between the two? In 
other words, the charges were $6.40 
less than the post office charges 

It must be remembered that the 
bank handled a lot of other trans- 
actions for him in addition to those 
of transferring money to other peo- 
ple. He deposited a great many 
checks for which the bank made a 
charge for collection (included in 
the $17). His business is such that 
he receives many more checks than 
he disburses. Therefore, this matter 
of collecting checks for him is im- 
portant. That is a job which the 
post office cannot do. 

The bank gave him another very 
important benefit. If he had used 
post office money orders, he would 
have had to go to the post office 
many times during the month, carry 
the currency with him and buy the 
money orders. As it was, he stayed 
in his office, wrote checks, and 
mailed them—saved himself a lot 
of valuable time. 

Taking these things into consid- 
eration, isn’t it fair to say that this 
bank account is worth much more 
than $23.40 a month to the corpora- 
tion? 

On his service charge statement, 
which was made by a long-form 
analysis, the bank told him that his 
account was worth $5 to the bank. 
This was deducted from his charges 
before he paid the net charge of $17. 

The question arises now as to 
whether the bank should allow him 
an earnings credit when the account 
is worth much more than the earn- 
ings credit to the customer. 

We shall be glad to receive the 
opinions of our readers on this sub- 
ject. 


Reconciliation Of Statements 
From Banks Where Accounts 
Are Maintained 


The auditor should make these 
reconciliations and maintain a book 
record of them. If there be no audi- 
tor, some other person should per- 
form the task, but it never should 
be done by the general ledger book- 
keeper. All open items should be 
cleared. Currency shipments to the 
Federal Reserve Bank should have 
particular attention; time of ship- 
ment, and when credit is given.— 
E, J. Enthoven. 
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Farm Loans Made At The 
First Interview 


A folder which has just come to 
hand from the First National Bank 
of Clarksville, Tennessee, illustrates 
the technique followed by that bank 
in handling farm loans. The Editor 
has visited this bank and knows 
that the following quotation from 
this folder represents the truth. This 
bank has for years maintained up- 
to-date credit files on all farmers of 
the community. 

The quotation from the circular 
is as follows. 

“In the files of this bank very 
complete credit records are kept on 
all the farmers who live in what is 
known as the Clarksville Trade 
Area. These files are complete 
enough to make it possible for the 
officers of the bank to make loans 
to the farmers promptly and accu- 
rately. 

“Any farmer who feels that he is 
entitled to borrow, and has a good 
proposition, should not fail to come 
in and talk about his needs. If he is 
due to get the money needed it will 
be furnished him. The officers of this 
bank are country bankers, inter- 
ested in everything agricultural. 
They are rural minded, and find 
much satisfaction in making loans 
to farmers that will help them get 
ahead.” 


How To Determine Profits 
On Savings 


To determine the proper rate of 
interest to be paid for savings de- 
posits, it is well to be honest with 
yourself, face the facts squarely and 
be governed thereby. I have had 
available to me the results of a 
study of the savings department of 
a large commercial bank which dis- 
closes the following: 

Net earnings on savings 
depositors’ funds (after 
savings adjustment and 
after loaning costs and 
losses) 

Interest Paid—1% (effec- 
tive rate .91% 

Operating costs ......... ; 

Net income 87% 

This net income compares favor- 
ably with the figures submitted by a 
number of banks to the American 
Bankers Association in its recent 
cost study of savings departments of 
commercial banks. Generally speak- 
ing, it is believed that we should net 
at least 1%. If the net on savings 
deposits is materially below that, it 
may be an indication that we are 
paying too much interest, rendering 
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70 PINE STREET 


Practical Assistance 


to Institutions in 


the Solving of Their 


Investment Problems 


Today’s changing markets call for all available 
aid in the solving of the many investment prob- 
lems which constantly confront banks, insurance 
companies and other large institutional inves- 
tors. That we are fitted to render a comprehen- 
sive service has been proved by our many years 
of successful experience in this field. 

Our staff members are familiar with all types of 
securities and are able to provide basic facts, 
when needed, concerning current security mar- 
kets. Moreover, through the facilities of our 
91 strategically located offices—interconnected 
by direct wires—we are able to obtain these 
investment facts promptly. 


Should you require such a practical and compre- 
hensive service, we would be happy to discuss 
your problems with you in person on a confi- 
dential basis. 


MERRILL LYNCH, PIERCE, FENNER & BEANE 


Underwriters and Distributors of Investment Securities 
Brokers in Securities and Commodities 


Offices in 90 Cities 


Semoun DUNE TENT NE 


NEW YORK 5, N. Y. 


Maoninonsnnn sien sarn ssi 


too much service, operating ineffi- 
ciently, or a combination of all of 
these factors.——Fred F. Spellissy, 
executive vice president, Market 
Street National, Philadelphia, Pa. 


New York Favors 
Protest Elimination 


Personally, I have a great deal of 
sympathy with your endeavor to 
eliminate the requirements in the 
Negotiable Instruments Act for pro- 
testing checks. I am forwarding 
your letter, together with the article 
in the October issue of Bankers 


Monthly, to one of the members of 
my committee who is also an attor- 
ney for one of the large New York 
City banks. 


I have asked him to study this 
question and to make a report on 
his findings to the next meeting of 
the Legislative Committee. If his 
report is favorable and the commit- 
tee are agreeable, it may be possible 
for us to introduce this legislation 
at the coming session of the legis- 
lature in this state—Frederic E. 
Worden, chairman Legislative Com- 
mittee, New York State Bankers 
Association, 
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The Editor recently visited with 
an executive of a large firm in New 
York City who must have an ade- 
quate salary. In the course of the 
conversation, this executive told the 
following experience: 

“T borrow $500 at the first of 
every year from my bank,” he said. 
“T promise to pay it back in monthly 
installments. I immediately deposit 
the $500 in my savings account. The 
bank pays me interest on the sav- 
ings and I pay interest on the loan. 
The difference is a small amount. 

“T do this for the purpose of forc- 
ing myself to save. I have an obliga- 
tion to pay the bank so much each 
month. It is easier to pay it when I 
have the obligation to pay it than 
when I merely have said to myself, 
‘I’m going to save $10 a week.’” 

The East River Savings Bank in 
New York City has recognized that 
the reason most depositors open a 
savings account is that they want to 
discipline themselves to save so that 
they may have a quantity of money 
at one time in the future. Instead of 
offering to lend them the money, 
this bank offers a service which it 
calls “The I O Me Plan.” The plan 
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Two Methods By Which Depositors 
Discipline Themselves To Save 


is described by the bank in a folder, 
as follows: 

“Like any reasonably provident 
person, I schemed and dreamed. I 
paid my respects to the proverbial 
little piggy bank. The way my 
money melted away each month 
wasn’t funny. In these times, giving 
and paying seemed to run away 
ahead of saving and having! 

“First-of-the-month bills and the 
price tags on necessities made a 
mockery of old ideas of values and 
current plans for economy. The 
mere process of growing older didn’t 
add a cent to my bank account. I 
was beginning to wonder. 

“Wasn’t I entitled to something 
for my labors, my iron will to resist 
small luxuries and my skill in shop- 
ping ... after everybody else, in- 
cluding the candlestick maker, had 
been duly appeased with a check? 

“The answer was simple—I didn’t 
have to be the last in line. I could 
move right up to the top of the list. 
I wrote a number of checks every 
month to pay all the others—and I 
might just as well write a check to 
my own savings account first. Then 
I'd simply have to get along that 


FIRST BOSTON 
CORPORATION 


and 


MELLON SECURITIES 
CORPORATION 


announce that a merger of the two Corporations 

has been completed. The underwriting, distribut- 

ing and trading securities of both corporations will 
be continued under the name of 


The First Boston Corporation 


A Merger of 


OKPORATION—THE FIRST BOSTON CORPORATION 


PITTSBURGH 


SAN FRANCISCO 
PROVIDENCE RUTLAND 


WASHINGTON 


month with what was left. And be. 
cause I had to, I could ... and did! 

“East River makes it easy for 
those who wish to save $10 a month 
or more by providing an especially 


tempting, streamlined, convenient 
service. , 
“Result . . a new inner thrill, 


the kind you can feel when you 
know you are really making head- 
way, not slipping backward. 

“More than ever, you need some- 
thing solid to lean on in the fast- 
stepping, contradictory, and unpre- 
dictable world of today. Nothing 
gives it to you quite so tangibly and 
satisfactorily as a _ successfully 
growing savings account. It keeps 
pace with the needs of your matur- 
ing life... it is always available to 
you and it draws interest 
through the years. 

“The I O Me Plan provides a 
way to pay yourself as regularly and 
promptly as you pay others. This is 
how it works: 

“On the day of the month you 
prefer, we will mail you a slip that 
looks exactly like a bill. You may 
lose it, forget it, or tear it up, as you 
wish. But you won’t. You'll get into 
the habit of paying it. 

“This ‘bill’ is a reminder to write 
a check and mail it to your savings 
account in the East River Savings 
Bank. You'll like it! 

“We enclose a_ pre-addressed 
envelope and deposit slip to speed 
your good intentions. 

“Your part is to decide on a date, 
and amount, and mail the Coupon 
now.” 

The East River Savings Bank has 
found this plan to be popular. Thus 
we have two demonstrations of the 
desire of savers to discipline them- 
selves to put away a definite amount 
regularly. 

It would seem that these two ex- 
periences would indicate quite def- 
initely that depositors use a savings 
bank for the purpose of disciplining 
themselves to save rather than for 
the purpose of earning interest on 
the money. It has long been known 
by many bank officers in charge of 
savings that this is true. Those of- 
ficers who understand that do not 
increase interest rates on savings 
with the thought that this will in- 
crease savings deposits. They usual- 
ly pay only reasonable rates on sav- 
ings and use other methods, such as 
the I O Me Plan of the East River 
Savings Bank, to help customers 
discipline themselves to save regu- 
larly. 


Total bank operating expenses 
rose 12% in 1945 over 1944, 
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Answers To Bankers 
Monthly Quiz No. 40 


b. The denominations of paper 
money are as follows: $1- 
Washington; $2-Jefferson; $5-Lin- 
coln: $10-Hamilton; $20-Jackson; 
$50-Grant; $100-Franklin; $500- 
McKinley; $1,000-Cleveland; $5,000 
-Madison; $10,000-Chase. 
A c. The coins are: pennies, nick- 
els, dimes, quarters, half dol- 
lars, and silver dollars. 
George Washington’s portrait is 
on all $1 bills. 
4 b. Washington is on $1 bills, 
Jefferson on $2’s, and Lincoln 
on $5’s. 
5 a. Note that the question said 
“No two pieces alike.” 
a c. While it is true that the name 
at the top of the note is “Silver 
Certificate,” you can sort much more 
rapidly if you watch the blue seal 
at the right, for all silver certificates 
have the blue seal. The color is eas- 
ier to pick up with your eye in fast 
sorting, than the words. 
a. All $1 bills bear the portrait 
of George Washington. 
a. All United States notes have 
a red seal. 
a. All $5 bills have a picture of 
the Lincoln Memorial on one 
side 
b. $155 can be paid with a $100 
bill, a $50 bill, and a $5 bill. 
Neither of the other amounts can be 
paid with three pieces of paper 
money, each piece a different value. 
d. 15 rolls of halves would 
amount to $150 for there are 
$10 in a roll. That would leave $40 
to be paid with rolled dimes and 
there are $5 worth of dimes ina roll, 
so it would require 8 rolls. 
b, c, d, and e. There are certain 
issues of quarters, dimes, liberty 
nickels, and pennies, which have 
pictures of American presidents on 
them. 
c. You would give him 7 rolls of 
dimes-$35 and 7 rolls of nick- 
els-$14. That totals $49. You would 
therefore give him $1 in addition. 
14) c. There are 50 pennies in a roll. 
c, d, and e. There is no mint for 
coins in either New York or 
Chicago. 
c. This combination is the 
smallest number of coins from 
which 48 cents can be obtained. 
c. The coins are: silver dollar, 
fifty-cent piece, and dime. 
b. The fractional coins are pen- 
ny, nickel, dime, quarter, and 
half-dollar. 
a and b. Both quarters and 
half-dollars have a picture of 
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Take a letter from A/ to Z 


Wien you turn the telephone dial you are tak- 
ing control of one of the world’s largest and 


most ingenious machines, 


It is a giant mechanical brain which remem- 
bers and passes along the letters and the num- 
bers you select. It sets up trafhic lights to hold 
the road open, and reports back if the telephone 
you want is busy. 

Dial has made great strides in recent years, but 
greater things are in store. 


Some day, Bell Laboratories will make it pos- 
sible for you to dial across the United States as 
simply and promptly as you dial a neighbor now. 


All of this is part and parcel of the over-all 
Bell Telephone Laboratories program — to help 
the Bel! System keep on giving you the finest 


telephone service in the world. 





BELL TELEPHONE SYSTEM 





an eagle holding an olive branch. 
i) b. The five coins are a silver 

dollar, a quarter, a dime, a 
nickel, and a penny. 


A thorough banking education, 
continuously maintained, is the 
most effective means of improving 
bank management. Bankers realiz- 
ing this, take advantage of the 
A. I. B. courses. 





“No method of account 


analysis has had complete 
general approval. In fact, 
there is no such thing as per- 
fection in this field of bank- 
ing practice. However, this 
plan provides a very high 
percentage of fairness to the 
depositor and the bank.” 





New Eraser Spares Nerves, 
Saves Time, Speeds Typing 


Thanks to Charles G. Hurrle, San 
Francisco manufacturer, typists 
now have an eraser that defies loss 
regardless of the amount of paper 
floating around their desks to bury 
it. 

Known as the Type-Eraser, Mr. 
Hurrle’s little device consists of a 
spring reel, nylon cord and an eraser 
securely joined together and con- 
structed to replace the platen knob 
on a conventional typewriter. 

Two or three twists of a screw 
driver are ail that are required to 
remove the old knob and attach the 
new eraser which thereafter will 
always be at the finger tips of the 
typist. The practical value of the 
little device is further enhanced by 
an unconditional guarantee against 
any imperfection in material or 
workmanship. 

When not in use, the eraser auto- 
matically returns to a recess in the 
Type-Eraser knob thus providing a 


Check What You Need And Mail This Form 


COND MNSwnre 


. Accounting Forms 

. Accounting Machines 

. Addressing Machines 

. Architects and Builders 


Bandit Resisting Enclosures 
and Alarm Systems 


. Bank Building Fixtures 

. Bank Directories 

. Banking by Mail Envelopes 

. Binders, Check, Bookkeeping, 


Ledger 


. Bronze and Brass Signs 

. Calculating Machines 

. Chairs, Posture, Office 

. Changeable Signs 

. Checks 

. Check Book Covers 

. Check Cancelling Perforators 
. Check Endorsers 

. Check Files 


. Check Protectors 

. Check Signers 

. Check Sorters 

. Check Sorting Trays 


Checking Account Systems 


. Christmas Savings 
. Coin Bags 

. Coin Boxes 

. Coin Changers 


. Coin Counting Machines 


. Coin Counting and Packaging 


Machines 


. Coin Envelopes 
. Coin Sorting and Counting 


Machines 


. Coin and Currency Trays 

. Coin Wrappers 

. Coupon Books 

. Currency Straps 

. Dating Machines and Stamps 
. Deposit Ticket Files 

. Desk Pen Sets 

. Duplicators 

. Expanding Filing Envelopes 

. Expanding Mailing Envelopes 
. Filing Cabinets 

. Forms, One-Time Carbon 

. Forms, Continuous 

. Inter-Office Communicating 


Systems 


. Interest Tables 

. Lamps 

. Lighting Systems, Fluorescent 
. Maps 

. Metered Mail Systems 

. Money Orders 

. Name Plates and Desk Signs 
. Night Depositories 

. Night Depository Bags 

. Pass Books 


56. 
5/7. 
58. 
59. 
60. 


61. 
62. 
63. 
64. 
65. 
7 Safe Deposit Boxes 

. Safety Paper Suppliers 

. Savings Banks, Home, Pocket 

. Scales, Postal, Parcel Post 

. Seals, Coin Bag 

. Seals, Corporation, Notary, etc. 

. Stamp Affixers 

. Storage Files 

. Time and Delayed Time Locks 

. Time Stamps 

. Travelers Checks 

. Typewriters 

. Typewriter Stands 

. Vaults 

. Vault Equipment 

. Visible Records 

. Window and Lobby Displays 


Past Due Notices 

Pay Roll Envelopes 
Personalized Checks 
Personal Loan Advertising 
Personal Loan Collection 
Envelopes 

Personal Loan Systems 
Photographic Bank Systems 
Proof Machines 

Rubber Stamps 

Safes, Fire and Burglar-Prvot 


Safe Deposit Records 


solid gripping surface for tu:ning 
the platen or movihg the carriace. 
Type-Erasers are manufactured 
with five different style hubs to fit 
ERASER 


At Finger 
Tips 


Released 


Eraser In Knob 


the various size platen shafts. There 
is one for Royal that also fits the 
late model Woodstock, while the one 
for L. C. Smith fits the early Wood- 
stock. Then there is an eraser for 
the regular Underwood, one for 
Electromatic and one that fits three, 
namely, Remington Noiseless, Rem- 
ington 17 and Underwood Noiseless. 

Address Charles G. Hurrle, 35 
Stillman Street, San Francisco 7, 
California, for further information 
regarding this newest typewriter 
necessity. 


Fireproof Awning Features 
Aluminum Construction 


A new ventilated aluminum awn- 
ing capable of filtering and diffus- 
ing light rays and designed for year- 
round service has been developed by 
the Kool-Vent Metal Awning Corp. 
of America. 

Aside from the use of aircraft 
type riveted construction, one of the 
outstanding features of the new 
awning, which is marketed under 
the trade name of Koolvent, is the 
fact that it is fireproof. The new 
awning is custom built. 

The Koolvent Awning consists of 
a series of alternating, separated 
layers of aluminum strips with 
edges formed at right angles. Each 
alternating strip overlaps the strips 
immediately adjacent to it, with 
space provided between the over- 
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Rand McNally and Ce., 536 So. Clark St., Chicago 5, Il. INTEREST TABLES 


Please have buying information sent us on the items eclroled above. 


OF EVERY KIND y! 


Universal, €-Z, Robinsonian, Star, Simplex, 
POQ, IXL. Standard and others. Order direct 
from largest publisher and supplier of banking 
interest tables. 


TWENTIETH CENTURY CO. 


542 S. Dearborn St., Dept. 2, Chicago 5, tl! 


Bank Officer 


Address 
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laps for the free circulation of air 
and the admission of light. Use of 
this construction prevents the for- 
mation of temperature raising “heat 
pockets.” 

Of special interest is the perma- 
nence of this design. If desired, 
Koolvents may be left up winter 
and summer. Being of aluminum 
construction, the new awnings won’t 
rot, fade or rust. In addition, they 
eliminate the troublesome seasonal 
maintenance jobs of repairing, put- 
ting up, taking down, and storing 
awnings. 

Standard color combinations in- 
clude red and white, green and 
white, blue and white, black and 
white, and maroon and_ white. 
Cream color may be substituted for 
white. Natural aluminum finish or 
solid colors are also available. 

The awnings are made by Kool- 
Vent Metal Awning Corp. of Amer- 
ica, Keystone Bldg., 324 Fourth 
Avenue, Pittsburgh, Pa. 


New Perforator Operates 
Without Flywheel Or Belts 


Perforator design by-passed tra- 
dition recently when the American 
Perforator Co. marketed a new ma- 
chine capable of operating without 
a flywheel or belts. 

Known as Model “600”, the new 
perforator is equipped with a feath- 
er-touch paper trip, so ultra-sensi- 
tive that even a single sheet of tis- 
sue paper will actuate the cutting 
mechanism, 


Outstanding among the many im- 
proved mechanical features of the 
Model “600”, is the fact that 95% 
of the head parts are interchange- 
able with several of the hand and 
foot models. 

The new machine which handles 
large volumes of work quickly and 
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WHAT MAKES 


During the past year it has been 
astonishing to see the number of 
executive officers in large banks who 
appear to be in close touch with our 
Personalized Check Program. It is not 
surprising that interest should develop 
among operating men, advertising 
men and sales conscious officers in 
banks because these men are directly 
responsible for programs of this sort. 
However, to encounter top men in 
some of the Nation’s largest ee who 


attached real significance to the printed 
name on a bank check in relation to 
overall bank management was reveal- 
ing to say the least. 


One chairman, when asked why, said, 
‘I could hardly ignore anything that 
does so much for our operating people, 
pleases so many customers and saves 
so much money for this bank."’ It was 
as simple as that and yet we, who 
have been convinced of these things 
for years, were startled to be told that 
they were recognized by a man who 


A THING BIG? 


presumably concerns himself only 
with subjects of national importance. 


What makes a thing big? What 
makes it important? If a little thing 
like a package of two hundred checks, 
for which the individual pays $1.25, 
can bring a smile ora word of appre- 
ciation, is it important? What if those 
smiles can be multiplied by several 
thousand, are they important? Indeed 
they are. And when bankers from 
coast to Coast say to us ‘our Customers 
like them,” isn’t that another way of 
saying “the bank is making friends? 


There is something about his printed 
name that everyone likes. Whether it 
appears in a metropolitan daily or in 
a high school monthly, or whether it 
is printed on an office door or printed 
on a bank check... he likes it. Personal 
ized Checks are little things but people 
like them...lots of fowne. If you are 
not already selling them in your bank, 
write us for details of the program. 


Manufacturing Plants at 


NEW YORK. CLEV 


E LUXE 


CHECK PRINTERS 


BOOKKEEPING AND BUSINESS 


FLAND. CHICAGO, KANSAS CITY, ST.PAUI 





MACHINES 


with 


OL, 





ROL VIBRATION CONTROL BLOCKS 


Easy to install—just place under machine or 
stand, that's all. Will not mar desks or floors— 
no nails, no screws, no adhesives. Shock absorber 
action reduces machine wear and service. Less 


noise too! 


NOTE THESE FEATURES: 


Engineered for your machine 

Aluminum Alloy Head non-drumming- 
unbreakable. Distributes load evenly. Drain- 
age slots. 

Sizes for feet to 24% inches. Each size has 
extra centering area to accommodate smaller 
foot. Block adds only %« inch to height. 
“FELTAN” Non-Slippant Base. Will not 
move on any flat surface. Can be instantly 
lifted and replaced. Not affected by floor 
cleaning. 


High VIBRATION ABSORPTION. 
TRIAL OFFER 


You may return blocks within 5 days if 
you are not satisfied 


PER SET OF 
PRICE $7.50 cour BLocKs 


When ordering, state make and 
model of machine 





JARDIN ASSOCIATES Inc. + 73 Maiden Lane, N. Y. (7) 
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quietly, cancels checks, drafts, in- 
voices, stocks, and certificates, or 
can be used for many other num- 
bering or dating applications. 

The streamlined cabinet base 
comes equipped with drop leaf table 
top for convenience. When space is 
limited, the Model “600” can be con- 
verted into a portable unit for either 
desk top or built-in operation. 

For further details on this highly 
efficient model, address The Ameri- 
can Perforator Co., 625 W. Jackson 
Blvd., Chicago 6, II]. 


New Cash Release System 
Aids Tellers, Bookkeepers 


A new labor-saving, time-con- 
serving system enabling a teller to 
make two important cash-receipt 
records by means of a single writ- 
ing has been developed by the Shel- 
by Salesbook Co. 

Marketed under the trade name 
“Uniticket Teller’s Cash Release 
System,” this recent Shelby product 
consists of a very simple arrange- 
ment for holding in the proper writ- 
ing position a tally and at the same 
time an individual cash ticket form 
which can be passed up and down 
to coincide with various positions on 
the tally sheet. Thus, at one writing 
and with no handling of carbons, a 
running tally or blotter record and 
an individual cash ticket is made for 
each individual entry. 

Use of this Cash Release System 
makes it possible for the teller to 
completely record the cash received 
on a deposit and make the cash sub- 








binding used for them? 


check book bindings are a 


cost that is wholly justifiable. 









BALTIMORE 


CHECK BINDINGS 


While much has been said regarding the “impression” value of good 
looking checks, how much attention has been given to the many kinds of 


_ A baak would never think of employing people who are not neat 
| in appearance or whose a would antagonize depositors. 


so representatives that can build good-will and 
| reflect the character of your institution. | 


Many banks spend large sums for advertising yearly but overlook the 
| fact that check book bindings and passbooks are customer forms that can 
contribute much to the good-will of their institutions at a slight additional 


If you are interested in improving your check book bindings, we will 
be glad to have our representative call to see you. 


YOUNG & SELDEN COMPANY 
Manufacturing Bank Stationers 


PHILADELPHIA 


stitution ticket as it is received, 
since the system requires no more 
time than an ordinary blotter entry. 
This record on the tally will provide 
the teller with a complete record of 
all cash deposits received. 





The Uniticket which is provided 
on each entry and is readily de- 
tached makes it possible to release 
immediately the deposit for the 
proof department. This makes pos- 
sible a steady flow to the proof de- 
partment of all deposits including 
those that have cash without sacri- 
ficing the completeness of the tel- 
ler’s records. 

This same 


unique 


system has 
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other applications where it is neces- 
sary or desirable to make a dual 
record, that is, a tally covering sey- 
eral transactions and an individual 
ticket that would serve as an indi- 
vidual receipt or posting medium. 

It has been adapted for bank use 
for the collection .and receipt of 
payment on loans whereby the tally 
is designed as a journal record of all 
payments made on principal and 
interest while the Uniticket serves 
either as an individual receipt or it 
can be designed for use as a posting 
medium. This will greatly speed up 
the posting operation, for it makes it 
possible to sort the individual trans- 
actions to conform to the ledger 
sequence, thus eliminating a great 
deal of wasted time in the posting 
operation. 

The Shelby Salesbook Co., Shel- 
by, Ohio, will furnish additional in- 
formation about this very practical, 
helpful system, upon request. 


Tellers Are Forewarned 


We installed TelAutograph in 
1930, at which time our bank was 
remodeled. The main reason was 
that we might be in a position to 
give our customers the best service 
available, and also for our own pro- 
tection. Our system is installed be- 
tween the tellers and the book- 
keeping department, and we use it 
to verify balances, certifications, 
and other information which cus- 
tomers may require regarding their 
accounts, 

On the TelAutograph, tellers get 
a silent, written report from book- 
keepers. When these requests were 
made over the telephone many er- 
rors occurred. Voices sound differ- 
ently over the phone, and balances 
of wrong accounts were sometimes 
given. I don’t recall any such diffi- 
culties since we have used this in- 
stallation. 

Alert tellers who know the ac- 
counts, can protect themselves in 
many ways. When they see a cus- 
tomer on the bank floor whose ac- 
count may be a marginal one, they 
can immediately get the balance of 
the account and have it at hand at 
the time the depositor appears at 
the window.—Henry M. White, 
cashier, The Agricultural National 
Bank, Pittsfield, Mass. 


PHONE PRIVACY 


Office Quiet — Better Hearing 


“Hush-A-Phone” 
Models for E-1 and F 1 Handset 
Phone: Pedestal Phone: Switch- 
board and Dictating Machines 


A Unique Gift 
HUSH-A-PHONE CORP. 


43 W. 16th St., N. Y. 11 
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Sountrol Vibration Blocks 
Anchor Business Machines 


Jardin Associates, Inc., 75 Maiden 
Lane, New York 7, N. Y., make 
Sountrol Vibration Control Blocks 
for business machines. They are 
sized and rated for most types, both 
stand and desk models, and feature 
a non-drumming aluminum-alloy 
head with duplex centering area in 
each size. 





The block core is a rated vibra- 
tion felt and the base features Fel- 
tan, a non-slipping material which 
prevents the machine moving on 
any type of floor or desk surface, 
without using adhesive or mechan- 
ical attachments. Machine can be 
instantly lifted and replaced. 

Sountrol Vibration Blocks pre- 
vent “walking,” absorb vibration, 
prevent marred floors or desks and 
reduce noise and wear on machines 
caused by vibration. They raise the 
working height only °%”, so do not 
affect working level of the operator. 


Mail Envelope Company 
Offers New Price List 


Envelope Price List No. 61, a 
fully illustrated catalog of mailing 
stock and postal information, is be- 
ing distributed free of charge by the 
Direct Mail Envelope Co., Inc. 

The list, a small 5 by 8 inch thin 













MODEL No. 4ET—/(Electric) 
A large motor driven Machine with an unusual repu- 
tation for speed and durability. Will handle all coins. 
Automatically locks after each count of 20, 25, 30, 
40 or 50 coins of will count indefinitely into a bag. 
Register can be reset to zero. 


September, 1946 


Priorities 


Approvals 
Necessary 


Adjustable for pennies, nickels, dimes, quarters or halves. 
Can be set to lock automatically when 20, 25, 30, 40 or 50 
coins have been counted or will count indefinitely into a bag. 
An operator can count and package 400 coins a minute or 
count 2000 coins into a bag. Register can be reset to zero. 


ABBOTT COIN COUNTER COMPANY 


paper edition, contains 24 pages of 


reference material. Included in this | 


data is an attractively prepared sec- 
tion on all readily available sizes, 
styles, and types of envelopes. 


Among the many interesting fea- | 
tures of the list is a special section | 





devoted entirely to new postal rates | 


and current postal regulations. The 


various aspects of handling first, | 


second, third, and fourth class mail, 
plus interesting data on Govern- 
ment and Business Reply Postal 


Cards, have also been given thor- | 


ough treatment. 

The Envelope Size-Specifier, an- 
other valuable division of the list, 
gives detailed information on 28 
styles of envelopes. This feature 
alone, coupled with the page de- 
voted to display type faces, makes 
envelope ordering a comparatively 
simple task. 

Requests for additional material 


| Save Time- 


regarding the styles shown and the | 


many others available, but not 
illustrated because of space restric- 
tions, will be welcomed by the 
Direct Mail Envelope Co., Inc., 15 W. 
20th St., New York 11, N. Y. 


We Endorse As We 
Photograph 


We use the Recordak and at the 
same time we use the Clark Endors- 


ing Machine so that a picture is | 


taken of every check and the check 
endorsed all in one operation. 


Yesterday we handled close to 
If we had to hand | 
endorse all these items it would take | 
of several | 


25,000 checks. 
the laborious services 
people. 

Another benefit is that each check 
is inked the same and using the 
steel plate on the Endorsograph is 
much better than a rubber stamp 
which could only be used for hand 
work. 

Another feature of the Endorso- 
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MODEL No. 2X—(Hand operated) 


143rd ST. and WALES AVE. 
NEW YORK 54, NEW YORK 
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Save Space! 


qHeY OUT-PERFORM ait competiTION-” 


HEY save 24% of time in machine filling — 
T the purpose for which they are designed. 
A press of the thumb and finger and they pop 
open instantly, yet pack flat—1000 of a de- 
nomination to a box—for saving storage space. 
Used by thousands of banks everywhere, they 
are the perfect tubular coin wrapper, out-per- 
forming all competition. In six colors for six 


different coins. 
DOWNEY Compo 
missouR! 

of Coin Wreppe* 


The C. be 


HANNIBAL, 


Worlds Largest Mis 





Time Fiuyment Coupons 


for Personal Loan and Finance Departments 


CUMMINS 300 Portable Electric Perforator 
brings new speed and accuracy in prepar- 
ing time payment coupon books 


PERFORATE 


@ Account number and controls for 
Class of Loan 
Source of Loan 
Branch Number 
Dealer Number 
© Month and day payments are due 
@ Amount of monthly payments 
© Up to 18 pages in one easy operation 


Write for further details 
ORIGINATORS OF PERFORATORS 


Lummins Business Machines 






4740 Ravenswood Avenue * Chicago 40, Iilimors 


graph is that the items are counted 
automatically in each batch which 
must agree with the items automati- 
cally counted by the proof machine 
which gives the total verification 
and saves considerable time. — 
Henry W. Fiedler, cashier, The 
Boardwalk National Bank, Atlantic 
City, N. J. 


A Check-Cashing Service For 
Savings Depositors 

The East River Savings Bank of 
New York City provides each saver 
with a small card which can easily 


customer wants to cash a check. 


be carried in a purse. It is num- 
bered the same as his passbook 
number and has the following read- 
ing matter on it: 

“You will find it convenient to 
have this card with you in case you 
do not have your passbook when 
cashing checks or making inquiries 
concerning your account. You will 
speed service if you write your ac- 
count number on the back of all 
checks, either for depositing or 
cashing.” 

This service is greatly appre- 
ciated by customers and provides 
quick identification when such a 


to help customers 
save small amounts 


Rand MCNally ALL PURPOSE SAVINGS CLUB SYSTEMS 
are carefully designed to help you promote new business, 
give customers the best of service, and keep your costs at a 
minimum. Self-computing, tamper-proof, individualized 

Rand M€Nally Savings Club Systems win customer good 
will, speed up window service, save time, money, and man- 


power. They're simple, efficient, practical 


for handling 


small savings accounts as well as tax, vacation, or all-purpose 


savings clubs 


and, thanks to Rand MC€Nally’s clever date 


strip, may be started any time duririg the year, Write today 
for further information and samples. 


Rand MSNally’s complete 
Savings Plan Services include: 


Accounting forms 
Advertising literature 
Coupon books 


Double-dating cards 
Pass book systems 
Punch cards 


RAND MSNALLY & COMPANY 


Systems 


111 Eighth Avenue 
NEW YORK 11 


536 S. Clark Street 
CHICAGO 5 


619 Mission Street 
SAN FRANCISCO 5 


Morris Plan Insurance 
Society Changes Name 


The growing demand for credit 
life insurance on the part of com- 
mercial banks recently caused the 
name of the Morris Plan Insurance 
Society to be changed to Bankers 
Security Life Insurance Society, ac- 
cording to an announcement by 
Frank J. Scott, president. 

The Society was organized in 1917 
as the first life insurance company 
to specialize in insurance covering 
the lives of borrowers, and original- 
ly provided this insurance to the 
various Morris Plan banks. In 1935, 
however, coverage was extended to 
a limited number of commercial 
banks. At the outbreak of the war 
in 1941 the Society was insuring over 
350,000 borrowers for more than 
$85,000,000. The new company will 
expand its facilities and offer its 
services to a greater number of 
banks and other lending institutions, 

The Society is incorporated in the 
State of New York, and operates 
nationally from its offices at 420 
Lexington Ave. in New York City. 
Officers of the Society are Arthur J. 
Morris, chairman of the _ board, 
Frank J. Scott, president, Robert F. 
Talbott, first vice president, Harry 
O’Brien, vice president and treas- 
urer, and James A. Bancroft, secre- 
tary. 


Planning Bank Advertising 
Described as the “Why, When, 

Where and How” of bank advertis- 

ing, a book entitled; “Planning and 


Budgeting a Bank’s Advertising 
Program” has just been published 
by the Financial Advertisers Asso- 
ciation. The author is Robert Lind- 
quist, assistant vice president of 
the American National Bank and 
Trust Company of Chicago and sec- 
ond vice president of the Associa- 
tion, who originally prepared the 
material as a thesis for the Graduate 
School of Banking. The book has 
already been made available to 
members of the F.A.A. as a part of 
the Association’s Year Book and is 
now offered as a complete volume to 
anyone interested. 

Banks’ obligation to take the pub- 
lic into their confidence is as great 
today as ever, the author asserts. “If 
banks would only provide for their 
own principal creditors— their de- 
positors—the same frankness and 
completeness of information that is 
in turn expected of those who bor- 
row from banks, there would be no 
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GET THE 



























You have heard a lot about 
these new and better rubber 
stamps. Now you can actual- 
ly get them. Made from a 
new special formula rubber 
which enables us to give you 
deep cut characters for ex- 
traordinarily legible impres- 
sions, these new-type rubber 
stamps have been in such 
great demand that it has been 
impossible for us to make 
prompt deliveries on them. 
Now, however, we are able 
to offer you these new and 
better rubber stamps for one- 
week delivery. 




















However, we suggest that you 
place your order at the 
earliest possible date because 
we are never able to tell now- 
adays when some new manu- 
facturing difficulty may arise to 
delay delivery on your order. 


MEYER & WENTHE 


30S. JEFFERSON ST., CHICAGO 6, ILL. 
The House of Friendship 














Since 1896 
A Complete Line of 
Money Wrappers for Banks 


STANDARD PAPER GOODS ‘co: 


co 
WORCESTER 8, MASS. 


CLAROTYPE 


CLEANS TYPE INSTANTLY 


ORDER FROM YOUR STATIONER 4 
OR TYPEWRITER SUPPLY DEALER ¥ 


STHE CLAROTYPE CO., INC. 
261-BX Broadway, New York 7, N.Y.; 
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danger of failing to meet our public 
trust.” ‘ 

“Advertising is a tremendous 
force,” he concludes. “Well planned 
and intelligently followed through, 
it brings a bank not only added 
business and profits but, more im- 
portant for continuing success, the 
confidence and esteem of its com- 
munity.” 

Copies of the book may be ob- 
tained by writing to Financial Ad- 
vertisers Association, 231 South La 
Salle Street, Chicago 4, Illinois. The 
price per single copy is $2.00. 


Digest Of Investment 
Companies — 1946 Edition 


By Arthur Wiesenberger, Published 
by Arthur Wiesenberger and Co., 61 
Broadway, New York 6, N. Y., 320 
pages, price $10. 

An impartial survey of a relative- 
ly new approach to scientific invest- 
ing for the untrained investor by an 
author unaffiliated with any invest- 
ment company interests. The same 
objectivity which characterizes this 
very valuable survey is also evident 
in Mr. Wiesenberger’s noteworthy 
analyses of 86 leading investment 
companies, which account for the 
bulk of this industry’s more than a 
million shareholders and $2,400,- 
000,000 of assets. 

This, the sixth edition of the pop- 
ular digest, represents a fuller and 
more comprehensive study than any 


previously attempted. New material | 
has been added; old material has | 
been greatly expanded; all of it is | 


arranged for quick reference and 


written in a style that makes for | 


easy and interesting reading as well 
as better understanding of the sub- 
ject matter. 

Noteworthy features of the new 
digest are an extensive discussion 
on the appraisal of management; a 


chapter on the protection afforded 


investors by federal regulations in- 
corporated into the 
Company Act of 1940 and a brief 
discussion of its major provisions; a 
clear and ample discussion of the 
automatic method of investing 
known as “dollar averaging,” and 
special chapters on the tax advan- 
tages and special tax.provisions af- 
fecting investment companies, and 
investment company dividends. 





COIN AND CURRENCY BAGS 
Order heavy white drill bags, with shipping charges prepaid 
Printing, and tie tapes on first three sizes included. Your total cost: 
100 No. 3 $ 100.00 534 x 9% for$ 9.75 
100 No 5$ 250006 «13 for 12.50 
100 No.7 $ 500008 x14%4for 1525 
100 No. 8 $1000.00 11 218 for 25.25 
All sizes of bags are made. Quantity prices quoted tor larger 
orders Prices are subject to change without notice. 
ANNISTON BAG CO. 
PO Box lll Anniston, Ala. 
(Manufacturing Bags Since 1897) 


Investment | 











SOLID BRONZE 
SIGNS & NAME PLATES 


Distinctive, permanent bronze 
bank signs, desk plates, tellers 
signs, etc. send NOW for illus- 
trated catalogue to Dept. BM. 


\ MR.BARRETT 


“Bronze Tablets Headquarters” 


UNITED STATES BRONZE 


SIGN CO. INC. 
570 BROADWAY NEW YORK 12, N. Y. 








KEY-CHAIN-PENCIL 


PERFECT FOR: Every 
Motorist, Every Woman 


Are you puzzling over a suitable, tastefu!, expensive- 
looking gift this year? Here's the answer. Beautiful, 
tiny, collapsible mechanical pencil .. . with key 
chain. Ultra smart... a gift as new as tomorrow. 
Almost jewel-like in appearance. All-metal, genuine 
leather covered, an unbelievable value at $1.00 each. 
Advertisement looks beautiful in Gold on leather. 
Choice of color to suit business. 


Ask for Quantity Discount 


If you will give gifts in quantities of 50 or more, it 
will pay you to investigate. We have other remem- 
brance gifts, too. 


is MAIL TODAY FOR SAMPLE vd 
| FLEETWING GIFTS, Dept. D 
53 E. 10 Street, New York 3, N. Y. 


I enclose $1.00 for sample KEY-CHAIN 
PENCIL. Also rush quantity discount on this 
and other items with advertisement 


Address 


| | 
| | 
| Name | 
| | 
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Commend Bankers’ Patriotism 

At a meeting of the council of the 
administration of the Pennsylvania 
Bankers’ Association, held August 
17 at Atlantic City, N. J., the follow- 
ing resolution was unanimously 
adopted: 

Resolved, That this council earn- 
estly recommends that the banks 
and bankers of Pennsylvania, as a 
high patriotic duty, follow the ex- 
ample of banks of New York, Phila- 
delphia, Boston, and Chicago, and 
deposit at an early day largely of 
their holdings of gold with the 
Treasurer of the United States in 
exchange for legal tender notes to 
assist the Government in maintain- 
ing the gold reserve intact. 


Experience 
Service 
Cooperation 


Manned by officials with years 
of experience, our Correspon- 
dent Bank Division renders a 
complete service, conducted in 
an intimate and personalized 
manner. 


The guiding policy is one of 
cooperation in all matters of 
mutual interest. 


Public National 


BANK AND TRUST 
COMPANY OF NEW YORK 
ESTABLISHED 1908 


Member. New York Clearine House 
Assocsation, Federal Deposit Insurance 
Corporation 


Fifty Yea 


CHICAGO, SEPTEMBER, 1896 
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September, 1896 
Bank Taxes In Kentucky 


The Kentucky auditor is again at 
variance with some of the banks of 
that state on the question of taxes. 
The law requires banks to pay a tax 
of 75 cents on each $100 of capital 
and real estate, and 42'» cents on 
each $100 of surplus. The auditor 
claims that some of the banks in 
making out their statements to the 
Secretary of State, have placed 
their Government bonds, which 
were bought with the money paid in 
for capital stock, in the surplus, and 
have thus escaped taxation on so 
much of their surplus as was said to 
be invested in Government bonds. 


September, 1896 
Paying Money On A Pass Book 


A decision has been handed down 
by the Supreme Court of New York 
in a suit brought against the Citi- 
zens’ Savings Bank, involving a 
liability for the payment of deposit 
money on the authority of a pass 
book. The decision is of interest to 
savings bank depositors, as in it the 
Appellate Term reverses the deci- 
sion of the General Term of the City 
Court. The evidence showed that 
Geitelsohn, who could neither write 
nor read English, made deposits in 
the bank during 1886 amounting to 
$1,200. There were withdrawals, 
but $990 was allowed to remain on 
deposit. In January, 1890, a person 
presented the pass book and with- 
drew all the balance. Geitelsohn 
sued to recover the amount, and 
twice obtained a verdict for $1,- 
345.14. 

In the decision reversing the city 
court’s verdicts, Justice Daly says 
that when Geitelsohn became a de- 
positor in the bank he subscribed to 
its rules governing deposits, which 
provide that the presentation of the 
pass book shall be sufficient evi- 
dence of authority to the bank to 
make any payment to the bearer, 


and that such payments shall be 
valid payments to discharve the 
bank. 

“This, however, will no! dis. 
charge the bank’”’, the opinicn con- 
tinues, “if at the time of pay:menta 
fact or circumstance was brought to 
the attention of the bank calculated 
to excite the suspicions of an ordi- 
narily careful person.” Geitelsohn 
could neither read nor write Eng. 
lish, and answered a lot of questions 
put by the bank. The holder of the 
pass book also answered the ques- 
tions satisfactorily, and there was 
apparently nothing to excite suspi- 
cion at the time. Justice Daly, there. 
fore, holds that the lower court 
erred in not instructing the jury 
that “possession of the pass book, 
when there is no fact or circum. 
stance to excite suspicion or inquiry, 
justifies payment to the holder.” 

Judgment in the case was accord- 
ingly reversed and a new trial or- 
dered. 

September, 1896 


Effect Bank Supervision 


Mr. Kilburn, State Superintend- 
ent of Banks of Minnesota, has 
made a suggestion to the effect that 
the directors of banks elect an ex- 
amining committee to examine all 
loans and discounts at short inter- 
vals. After each examination, 
Superintendent Kilburn suggests, 
the head of the committee should go 
out and a new man come in, so that 
every member of the board will in 
due time go over the assets and lia- 
bilities personally. The suggestion is 
unquestionably a good one. In all 
corporations there are to be found 
many cases of directors who do not 
direct, and that is true of bank 
boards as of other directories. 


September, 1896 


Damages For Non-Payment Of Checks 


The Kentucky Court of Appeals 
has held in a recent case of the 
Mount Sterling National Bank vs. 
Greene, that if a bank refuses with- 
out sufficient justification to pay the 
check of the customer, the customer 
has an action for damages against 
the bank, and that, where the cus- 
tomer, either before the check 
is drawn or before the bank has 
notice of it, becomes indebted to the 
bank in an amount equal to oF 
greater than the amount of his de- 
posit, the bank may refuse to honor 
his check, and that in order to give 
the bank this right, it is not neces- 
sary that it should apply the deposit 
as accredit on the customer’s indebt- 
edness, the simple refusal to pa) 
the check being all the appropria- 
tion needed for that purpose. 


BANKERS MONTHLY 











FIGUR:! 


Sept. 


ill. be 


arve the 
n dis- 
110n con- 
ayinenta 
rought to 
ak ilated 
an ordi- 
eitelsohn 
rit Eng- 
questions 
er of the 
he ques- 
1e€re was 
te suspi- 
ly, there. 
er court 
the jury 
iss book, 
circum- 
* inquiry, 
der.” 

Ss accord- 
trial or- 


-rintend- 


ota, has 
ffect that 
‘t an ex- 
imine all 
rt inter- 
mination, 
suggests, 
should go 
n, so that 


d will in 
; and lia- 
gestion is 
e. In all 
be found 
10 do not 
of bank 
les. 


7 


Checks 

Appeals 
e of the 
Bank vs 
ses with- 
0 pay the 
custome! 
Ss against 
the cus- 
e check 


yank has 
ed to the 
al to 0 
f his de- 
to hono! 
r to give 
ot neces- 
e deposit 
s indebt- 
l to pay 
ypropria- 
e. 


ONTHLY 


There is a good reason why so many timesaving, labor- 
saving features appear first . . . or exclusively ... on 
Burroughs products. Burroughs specialists, working daily 
with men in every line of business, acquire an insight 
i‘ ; into future figuring and accounting needs. They plan 
Q machines to meet these needs efficiently and economically 
B j 4 —making full use of the latest scientific equipment in 
hs Burroughs’ physical, chemical and electronic laboratories 
urroug ... the advanced ideas of experts in machine design 
and styling . . . and long experience in building for a wide 
IN MACHINES 


IN COUNSEL 
IN SERVICE 


range of office requirements. 
Forward thinking and planning—made effective by the 
finest in research and manufacturing facilities—explain 
why you see Burroughs machines wherever you go. 


BURROUGHS ADDING MACHINE COMPANY - DETROIT 32, MICHIGAN 


FIGURING, ACCOUNTING, STATISTICAL AND CASH REGISTERING MACHINES - NATIONWIDE MAINTENANCE SERVICE - MACHINE SUPPLIES 
September, 1946 469 





Students, administrative officers, and faculty of the 1946 session of the School of Banking at the University of Wis- 
consin for the Central States co- vered at Madison on July 29 for the opening of the second annual two-week period 
of advanced study and research in banking, economic, and monetary problems. Sixteen states are represented among 
the 130 first and second-year students who gathered to attend classes conducted by outstanding schoolmen, bankers, 
business men, and attorneys. Attendance at three Summer sessions is required for graduation. 


First National In St. Louis 


Elects New Vice President 

James B. Bush, formerly a mem- 
ber of the firm of G. H. Walker and 
Co., Investment Bankers, has been 
elected vice president of the First 
National Bank in St. Louis. 

Mr. Bush, a Yale graduate, had 
been actively connected with G. H. 
Walker and Co. since 1934. He re- 
signed recently to enter the field of 
commercial banking. 


Wachovia Bank and Trust Com- 
pany, High Point, N. C., recently 
announced the transfer of Bland W. 
Worley from the Salisbury Office to 





High Point as manager of install- 
ment sales. Mr. Worley succeeds 
Ben R. Lilien, resigned. 


Banks and Bankers will find this 


institution especially well equipped to handle 


their Chicago accounts. Our complete facilities 


are at the disposal of all in need of this service. 


City NATIONAL BANK 
AND TRUST COMPANY of Chicago 
208 


SOUTH 


LA SALLE 


STREET 


(MEMBER FEDERAL DEPOSIT INSURANCE CORP.) 


E. L. Vaughan Named To Fill 
Bank Of America Vacancy 


Ear] L. Vaughan, vice president in 
the San Francisco head office of the 
Bank of America has been trans- 
ferred to the banks and bankers de- 
partment of the Los Angeles office 
to fill the vacancy created by the 
recent retirement of P. R. ‘‘Pete” 
Williams. Mr. Williams, a past pres- 
ident of the American Institute of 
Banking, retired under the bank’s 
pension plan after 38 years. 

Edward McLean Cummings, the 
son of Walter J. Cummings, chair- 
man of the board of the Continental 
Illinois National Bank and Trust Co. 
of Chicago, has joined the staff of 
the Chemical Bank and Trust Co. of 
New York and is associated with 
Huntington M. Turner, vice presi- 
dent, in handling the business of the 
bank in the states of Michigan, Illi- 
nois, Wisconsin, Minnesota, Ne- 
braska, Iowa and the Dakotas. 


G. D. Jorgensen Promoted 
By lowa-Des Moines Bank 


The Iowa-Des Moines National 
Bank and Trust Co. recently an- 
nounced the promotion of George 
D. Jorgensen, commercial loan of- 
ficer, from assistant vice president 
to vice president. Mr. Jorgensen, 
who came to the bank when the 
Iowa Trust and Savings Bank be- 
came a part of the Iowa-Des Moines 
National Bank and Trust Co., had 
been named assistant vice president 
in 1943. 
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Ff. A. A. Delegates To Enjoy 
Outstanding Program At 
$. F. Convention, Oct. 7-10 


Outstanding speakers, clinics, 
school sessions, bright entertain- 
ment and impressive sight-seeing 
will highlight the bill of fare pre- 
pared for delegates who attend the 
National Convention of the Finan- 
cial Advertisers Association in San 
Francisco, October 7-10, according 
to program chairman Rod Maclean. 


Speakers 

Keynote speaker will be C. W. 
Bailey, incoming president of the 
American Bankers Association, 
president of the First National Bank 
of Clarksville, Tenn., and an orator 
of considerable note. 

Among other principal speakers 
will be Ben. H. Wooten, vice presi- 
dent of the Republic National Bank 
of Dallas, Tex., who will discuss 
G. I. loans; Rilea W. Doe, vice presi- 
dent of Safeway Stores, who will 
admonish the delegates “Don’t Be 
Your Age,” and Don Hobart, re- 
search director of the Curtis Pub- 
lishing Company, who will throw 
new light on the housing problem. 


Departmentals 

Departmental discussions and 
their guiding personalities line up 
as follows: 

Consumer credit: Frank Anger, 
president, Industrial National Bank, 
Chicago. 

Commercial banking: Leslie K. 
Curry, vice president, Mercantile 
and Commerce Bank and Trust 
Company, St. Louis. 

Savings and mortgages: Urbain C. 
Le Gost, assistant vice president, 
Dollar Savings Bank, New York 
City. 

Trust services: H. Leonard Flynn, 
assistant vice president, Cleveland 
Trust Company, Cleveland. 


Clinics 

Clinical sessions, probing into the 
technical problems of financial and 
bank advertising, are to be con- 
ducted as follows: 

Direct Mail, by Merrill Anderson, 
President, Merrill Anderson Co. of 
New York; and K. Winslow, Jr., 
vice president Seattle Trust and 
Savings Bank, Seattle. 

Radio, by Charles Wilbar, assist- 
ant cashier, National Shawmut 
Bank, Boston. 

Newspaper Advertising, by John 
R. Christie, director of public rela- 
tions, Citizens National Trust & Sav- 
ings Bank, Los Angeles. 

Advertising Budgets, by Grace 
Mack, advertising director, Missis- 
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SPEED UP TRANSIT WORK 


55-146 
312 


The new Key to NumericaL System 
OF ‘THE AMERICAN BANKERS ASSOCIA- 


TION Contains not only the usual annual 


changes in transit numbers but also the new Cueck RoutinG 
SymBois developed by the Bank Management Commission 
of the American Bankers Association and the Committee on 
Collections of the Federal Reserve System. Since these new 
symbols further facilitate the handling of transit items, accu- 


rate information on them is essential to the efficient operation 
of the transit department of any bank, large or small. 


In addition, the new Key Book contains all the changes in 
transit numbers due to bank consolidations, closings, new 
banks, new branch banks, and so on. 

If you have not ordered your 1946 A.B.A. Key Book, do 
so today. $3.00 a copy, including semiannual supplement 


issued in October. 


RAND MENALLY & COMPANY 


PUBLISHERS 


536 SOUTH CLARK STREET ° 


CHICAGO 5, ILL. 
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sippi Valley Trust Co., St. Louis; 
and Robert Lindquist, assistant vice 
president, American National Bank 
& Trust Co., Chicago. 

Copy for Bank Advertising, by 
C. A. Hemminger, director, news 
bureau, New York State Bankers 
Association, New York. 

House Organs, by Howard Bar- 
ney, advertising manager, Mer- 
chants National Bank, Mobile, Ala. 

Market Research for Banks, by 
John O. Chappell, Jr., assistant sec- 
retary, Central Trust Co., Cincin- 
nati. 

Leaders for clinics on publicity 


and outdoor and bus advertising 
remain to be announced. 


Sales School 


A special feature, a school for 
salesmanship, is to be conducted 
each morning by Robert H. Balzari 
of San Francisco. The course will 
consist of four one-hour sessions 
and the emphasis will be on the psy- 
chological side. 

Edmund A. Mays, Jr., has been 
appointed an assistant treasurer in 
the banking division of the New 
York Trust Company, New York. 
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Continental Bank Of N. Y. 
Elects McKee, President 


John K. McKee, former member 
of the Board of Governors of the 
Federal Reserve System in Wash- 
ington, was re- 
cently elected 
president and a 
member of the 
board of direc- 
tors of the Con- 
tinental Bank 
and Trust Co. of 
New York. 

Mr. McKee be- 
came __ associated 
with the organi- 
zation of the 
Comptroller of the Currency in 1931 
and the following year joined the 
official staff of the Reconstruction 
Finance Corp. In February, 1936, he 
left the R. F. C. to accept a Presi- 
dential appointment as a member of 
the Board of Governors of the Fed- 
eral Reserve System, representing 
the Cleveland Reserve District. He 
completed a ten-year term of of- 
fice last February. 


John K. McKee 


Central National Bank, Chicago, 
has announced the election of Philip 
Weinheimer and Jack F. Braulik to 
vice presidencies in the bank. Both 
had formerly been second vice pres- 
idents. 


First National Bank of Memphis, 
Tenn., recently announced that the 
following officers had been pro- 
moted: Joe H. Davis and Lester C. 
Davis from assistant vice presidents 
to vice presidents, Herman L. Scott 
to cashier, and John A. Moorman to 
assistant cashier. 


First Nat'l Of Minneapolis 
Elects New Vice President 


The First National Bank of Min- 
neapolis recently announced the 
election of W. Hubert Kennedy, 
Minneapolis business man and in- 
vestment counsellor to a vice presi- 
dency in the bank. His new duties 
will be in the bank’s trust depart- 
ment. 

Prior to becoming a member of 
the First National’s staff, Mr. Ken- 
nedy served as vice president and 
treasurer of Justus F. Lowe Co., 
Minneapolis, investment counsel. 


Robert C. Palmer, member of the 
credit department, Central National 
Bank of Cleveland, has been named 
by the board of directors to be man- 
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ager of the bank’s new Shore Center 
Office, now under construction at 
22332 Lake Shore Boulevard, Eu- 
clid, Ohio. 


The First National Bank in Dallas, 
Texas recently promoted George K. 
Wood, veteran of 28 years in the 
banking business, to assistant vice 
president. 


Clarence W. Kidd, Walter F. Clift, 
and Willard S. Oates have been 
elected assistant vice presidents of 
the National Bank of Commerce, 
Seattle, Wash, 


Major Herschel L. Horner has 
been appointed an assistant vice 
president of the Public National 
Bank and Trust Company of New 
York City. 


Bank Of Virginia Appoints 
W. W. McEachern Supervisor 
Of Banking Activities 


Supervision of commercial bank- 
ing activities in the Bank of Vir- 
ginia has been assigned to W. W. 
McEachern, well 
known Florida 
banker, who re- 
cently joined the 
staff of this state- 
wide bank as as- 
sistant to the 
president. He 
will direct activ- 
ities from the 
bank’s head office 
in Richmond. 

Before coming 
to the Bank of Virginia, Mr. Mc- 
Eachern was president of the First 
National Bank of Ft. Lauderdale, 
Fla., a position which he resigned in 
1946 after selling his interest in the 
bank. He is a director of the Gulf 
Life Insurance Co. 

Mr. McEachern served as presi- 
dent of the State Bank Division of 
the American Bankers Association 
1944-45, and became widely known 
among bankers in the course of this 
service. In 1943, he served as presi- 
dent of the Florida Bankers Asso- 
ciation. 


a 


W. W. McEachern 


C. A. Barone, formerly assist- 
ant cashier, Manchester-Vermont, 
Branch, has been appointed man- 
ager of the Florence-Vermont 
Branch of the Bank of America, Los 
Angeles, Calif., succeeding C. F. 
Watts, who has been named man- 
ager of the 47th and Broadway 
Branch. 
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In just a matter of seconds this multiple-duty National Accounting Machine can be 
changed from one tyge of work to another. The removable form bars which make this 
possible, simply lift off and snap on— no screws, catches, or fittings to fuss with. 


can handle these seven basic banking jobs: 


* 


Posting depositors’ accounts 

Posting loan and discount records 
Posting any type of mortgage record 
Posting trust ledgers 


Writing checks and posting related payroll 
records 


Posting the general ledger 
Posting daily statement of business 


In a small bank this National machine can be kept 
busy handling these different jobs—changing from 
one to another quickly and easily by means of its re- 
movable form bars. Or, in a larger bank, separate 
machines may be assigned to handle one, or more, 
of them. 

It could be a big help in your bank. As could any 
of the many other National machines and systems 
designed to save time and money while reducing er- 
rors and improving the efficiency of banking methods. 
There’s a National for Every Bank and for Every Banking Job 
No matter what the size or the specific need of your 
bank, there’s a National System to meet it. Have your 
local National representative study your own situa- 

tion and show you the best way to solve it. 

3 There is no obligation, of course. Or write 
to The National Cash Register Company, 
Dayton 9, Ohio. 
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